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A Corner in Our Frame Factory 


A full line of choice products in Idaho White Pine (Genuine White Pine) _and 
Cars—Frames, Package and Lineal Trim, Lath, Mouldings. 


Ponderosa. Order in Mixed 
etc. Write us today. 








Fit to Perfection 
Joints Weathertite 


When you supply your customers with these 
Spokane Pine Frames you're building a good 
profitable business. For these frames are 
friend-makers and trade-winners. They have 
the honest-to-goodness quality that means 
superiority in the wood and in the manufac- 
ture. Made of Spokane White Pine (Genuine 
White Pine) and Ponderosa Pine, scientifi- 
cally seasoned for this exacting use, made 
by frame experts, they fit snugly and pre- 
cisely. When set up, they're square, ready 
for the sash, without further fitting. Made 
in standard sizes and to special order. Our 
Permatol-Treated Frames bear the brand of 
NDMA, signifying approval of the National 


Door Mfrs. Assn. Let us have your orders. 
<> pt TOXIC—PRESERVATION 
oo cane A || ° [APPROVED 

Se Assn. NATL. DOOR MFRS. ASSN. 





‘This 
is the 
Frame 
We Sell 
and 
Recom- 
mend.” 
we 
So says 
many a 
dealer. 
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Protection Products 


Mfrs. 


Réseéarch Laboratory and Plant KALAMAZOO, 
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Millwork going into a new house absorbs 
moisture from the wet plaster. Later, the 
moisture evaporates. This change in mois- 
ture content may cause trim to warp, buckle, 
split, check, and separate at the joints. 


The WOODLIFE TOXIC WATER REPEL- 
LENT treatment protects wood against swel- 
ling, shrinking, warping, checking, decay and 
blue stain—takes the selling of trim and all 
millwork out of the price competition class. 
It's a COMPLETE treatment—the pioneer in 


tie ‘ Mfa. Co. 


of PRESERVATIVE SOLUTIONS for Years 





WRITE US 
TODAY 
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Complete WESTERN PINE Service 
From This Large Medford Mill 


THICK SUGAR PINE SELECTS 
Kiln-Dried in Moore Modern Cross- 
Circulation Kilns 


It will pay you to take advantage of this dependable Med- 


ford Service. Let us supply AL an needs in California 
Ponderosa Pine, Sugar Pine, Douglas Fir, White Fir. Yard 
Stock, Cut Stock, Lath, Mouldings, Factory Items. Complete 
planing mill and cut stock department. 


Member Western Pine Association, West Coast Lumbermen’s Association 


Medford Corporation, 


MEDFORD, 
OREGON 
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New machines are being constantly added not only to secure a faster 
rate of production but to improve wherever possible on the accuracy 
and quality of the product. These new machines, the first of their kind, 
are designed according to our own specifications and the suggestions 
of our production engineers who are constantly studying means of 
improving our products and methods of manufacturing to render bet- 


ter service to our customers. 
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This Country of Ours 


O THE EDITORIAL DESK 
comes a little publication put out in 
the interests of commercial truck- 

ers. It has much to say about State-line 
trade barriers; and, like President Coo- 
lidge’s minister who preached on sin, it 
is against the idea. 

These so called State trade barriers are 
much in the minds of lumber retailers. 
Many of them defend this method of con- 
trol in one form or another ; not because 
they favor limitations upon interstate 
commerce in itself, but because they want 
to regulate a certain annoying kind of 
competition. 

This is not the only instance in Ameri- 
can law and administration of an attempt 
at regulation by resorting to indirect 
method. Everybody remembers the 
racketeers who were sent to prison, not 
for being racketeers but because they 
neglected to pay income tax on their ill- 
gotten gains. 

‘a 

Every retailer knows what this annoy- 
ing competition is. It is the work of the 
itinerant trucker-merchant. 

A man buys a second-hand truck on 
credit, gets a load of merchandise on 
contract, starts down a highway and 
looks for customers. LDasically it is an 
old American custom, going back to the 
peddlers of Colonial times. Many great 
American fortunes had their beginnings 
in that lowly way, and no one, in his 
philosophical moments, wants to make it 
impossible for a man of energy to get a 
start in business for himself. 

+ 2 


But it isn’t quite so simple as that. 

If there is to be no unreasonable in- 
terference with the trucker merchant, he 
is morally obliged to refrain from unrea- 
sonable interference with established 
merchants. He does not always do this. 
There are a good many charges, of larger 
or smaller importance, lodged against 


him. He is not always financially 
responsible. He pays no local taxes 
where he sells his goods. He sells 


on margins so low that. they would not 
support an established business; fre- 
quently so low he can not make his own 
way, loses his truck and disappears, to be 
followed by another hopeful man in a 
hopeless undertaking. He demoralizes a 
trade which he has no means and no de- 
sire of carrying; that is, he could not 
serve any local constituency completely if 
the local merchants were completely out 
of business. He does not and can not 


guarantee the quality of what he sells. 
This description of the trucker merchant 
is not complete, and admittedly it de- 
scribes him at his worst. 





It is natural and inevitable that estab- 
lished business men should see what they 
can do about regulating this practice. Un- 
der American principles it seems impos- 
sible and in iact undesirable to legislate 
the trucker merchant out of business; to 
lop off his head with a legal axe. As we 
understand it, such legislation would 
generally be held unconstitutional ; to say 
nothing of its being repugnant to Ameri- 
can traditions. 

So merchants have resorted to city or- 
dinances, inspection and licensing laws, 
State border ports of entry and the like. 
The object is to make the trucker mer- 





Must Carry Democracy’s 
Defense All the Way 


REPAREDNESS begins with 
conservation of faith in 
the tenets of freedom. To 

rearm is largely a matter of money 
and organization that can _ be 
rapidly accomplished but that will 
not long assure preservation of 
our defensive power unless back 
of it are always natural resources 
to sustain it and always soldiers 
and citizens whose faith in democ- 
racy is so deeply rooted that they 
leap to arms in mind, body and 
soul as quickly against fifth col- 
umn infiltration as against open 
armed invasion. ... 

This then is the new frontier. 
It is a challenge to America to 
prepare all the way _ through. 
There is now grave danger that 
the emphasis upon armament will 
leave other needed things uncon- 
sidered, unplanned, undone. Noth- 
ing short of a long-range program 
with all parts geared like the parts 
of an automobile, will carry us 
across this new frontier—and that 
is what the American people must 
insist upon.—American Forests. 





chant responsible to his customers and to 
require him to pay his fair share of the 
costs of public administration that fall 
upon the established merchant. These 
regulations, in theory at least, recognize 
him as a merchant and endeavor to make 
him assume a merchant's obligations. 


* 


But most people admit that this 
method, especially when it takes the 
form of State barriers to interstate com- 


merce, is clumsy and dangerous. 
have serious kick-backs. 

In their efforts to regulate selling com- 
petition, merchants often join forces with 
other interests that are endeavoring to 
save local markets for local production, 
and that violate the spirit if not the letter 
of the constitutional prohibition of State 
tariff barriers. 

Free trade within the United States 
has permitted specialization of produc- 
tion by giving the manufacturer or 
farmer who has advantages of raw ma- 
terials or soil or climate a nation-wide 
market. This has been and is an im- 
mense advantage to the country as a 
whole. No one would think for a mo- 
ment of restricting Michigan-made cars 
to Michigan or lIowa-grown pork to 
Iowa. In the main, free trade within the 
United States is of the greatest general 
benefit; and restrictions, even minor 
ones, carry some danger to the welfare 
of the country as a whole. We are not 
ready to condemn all regulations of 
trucker merchants that take the form of 
State-line inspections or licenses; for 
many of these things are justifiable po- 
lice regulations. We can see no reason 
why a truck without brakes should be al- 
lowed to menace traffic, simply because 
it has crossed a State line; nor can we 
understand why a trucker should escape 
buying license plates, thus helping pay 
for the roads he uses for his business in a 
State other than his own. But we hope a 
legal way can be found for regulating 
itinerant merchants that don’t lean too 
heavily upon checking the normal flow 
of traffic on the highways. 


It may 


* * 2K 


On the other hand, it is questionable 
if the commercial truckers are wholly 
candid in their storms of protest. They 
invoke the old American principle of free 
markets and protest against “‘barricades 
across the roads.” This line of protest 
is opened to them by the indirect means 
taken to regulate their performances; 
that is, by trying to regulate them 
through their machines instead of 
through the occupations in which they 
use their machines. 

There is no doubt that truck transpor- 
tation has come to stay and that it has an 
expanding future. It has its own effi- 
ciencies, and the public is certain to con- 
tinue using this form of transportation. 
Railroads, instead of trying to fight off 
truck hauling, have adopted it for those 
purposes it best serves. 

Commercial trucking in general has 
established its place on the basis of effi- 
ciency. No one denies that. So it seems 
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that the commercial truckers can afford 
to be candid and realistic. At the mo- 
ment we are leaving out the restrictions 
and regulations aimed at saving the po- 
tato markets of a State for its own farm- 
ers by hampering the importation of 
potatoes from adjoining States. Undertak- 
ings of that kind fall rather directly into 
the list of interstate commerce restric- 
tion. We are thinking of the regulation 
of itinerant retailing. Commercial truck- 
ers as a body must realize that some of 
their number are laying all trucking open 
to restrictive legislation by trying to op- 
erate a business they are not equipped to 
handle efficiently or fairly. Legislation 
is directed against them not because they 
drive trucks but because they demoralize 
retail business. Commercial truckers as 
a group would find themselves less hamp- 
ered in their legitimate pursuits if they’d 
do something to help clean up unethical 
behavior among the minority in their 
own ranks. 
* Ok 

On the other hand, retail lumbermen 
are laying themselves open to a certain 
danger by relying too much upon legis- 
lation aimed at curbing the trucker mer- 


chant. A certain amount of this legisla- 
tion is reasonable and right. The 


exercise of a proper amount of police 
power under State constitutions is fully 
justifiable. But there is always the urge, 
once a certain kind of competition has 
been curbed by police power, to try to 
extend the use of that power to beat off 
other types of competition. 

It may not be an exact analogy; but 
one of the reasons given for the tragic 
destruction of France was the unjustified 
French faith in the Maginot Line. Be- 
lieving this line of fortifications was im- 
pregnable, France saw no reason to keep 
abreast of field military science. We 
hope retail lumbermen will not rely so 
heavily upon legal restrictions of itiner- 
ant competition that they forgot to keep 
their own services abreast of conditions. 


Some of the ablest retailers we know 
have been making intensive studies of 
trucking competition ; finding out exactly 
what it is that gives the itinerant trucker 
his partial advantage ; adapting their own 
service to meet or to offset that advan- 
tage. The public buys where it thinks it 
gets the most value for its money and is 
irequently deceived. Services conceived 
and advertised to give maximum value in 
terms of lasting use are a real offset. 
These men are frank about saying that if 
in any given item the trucker merchant 
can give better real value for the money, 
that item belongs to the trucker by old 
American principles. It’s a dangerous 
thing to law a man out of business if he’s 
really and fairly won a commercial fight. 
The old saying, Be sure you're right 
and then go ahead, might be changed a 
little. If you’re licked, be sure you really 


are licked; and then expand in the line 
Usually you’re not 


where you can win. 
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licked, if you think long and hard enough 
and if your mind is flexible enough to 
make the indicated changes. Unfortu- 
nately it isn’t true that a man can al- 
ways make his business what he wills it 
to be. But a good many men are licked 
unnecessarily by rigor mortis of ideas 
and_ policies. 





COLLEGE SENIOR, this com- 

mencement season, asked a business 

man in our hearing what a young 
fellow ought to do to fit himself into a 
changing world. 

The business man agreed that it is a 
changing world ; added that it always has 
been. But these changes are never com- 
plete breaks with the past. Any man in 
any period needs to be prepared for shifts. 
The knowledge and experience that were 
good last year or twenty years ago, still 





Safety of Democracy Re- 
quires Self-Discipline 


N the great epic poem, “The 

Divine Comedy,” Dante, 

who ranks second only to 
Shakespeare in his understanding 
of men’s spirit, tells how in his 
vision the spirit of Virgil led him 
through Heaven and Hell and 
there he listened as the saints and 
sinners told him their stories. Suf- 
fused with the noble compassion 
of Dante, the stories of the sinners 
are strangely moving, much more 
so than those of the saints. But 
as Virgil led him lower and lower 
into the stench and smother of 
Hell they came at last to a group 
so foul and degraded that even the 
compassionate Dante shrank from 
approaching them. W ho are they? 
he asked, and Virgil answered: 
“These are they who on earth were 
neither for God nor against him, 
but only for themselves. These 
dwell in the nethermost regions of 
Hell. They repudiated man’s ap- 
pointed destiny. They refused to 
choose between good and evil.” 

If there is one thing above all 
others that history demonstrates it 
is that the precious things of civil- 
ization—Christianity, freedom and 
tolerance—are never safe. There 
always are and there always will 
be sinister forces plotting their de- 
struction. . . . The only way de- 
mocracy can meet such danger is 
by self-imposed discipline. 

The shining and imperishable 
significance that lights up this 
dark time is that the central theme 
of Christianity still inspires men 
to defend freedom and tolerance 
as more precious than ease or pos- 
sessions or life itself.—Cuttings 
from an address by Frank Drake 
Davison. 
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have much substance now as a starting 
point. The human race is pretty old and 
still responds to about the same old fac- 
tors. The world is a going concern, and 
until a man knows a proven method will 
not work, it’s fairly smart of him to take 
for granted that it will work. Even in a 
period of confusion, most of the old for- 
mulas are still good. They’re good to 
start with, even if they do need watching. 

This is a working principle all of us can 
follow in daily business. 


* * * 


Every business man knows that the 
first world war was followed by a period 
of inflated prices. 

History of course may not repeat that 
chapter. The Government, remembering 
the roaring ’20’s, is doubtless prepared to 
check and to ease down a tendency toward 
post-war runaway markets. But unless it 
is checked by public action, a post-war 
inflation is likely to show up. It’s as epi- 
demic as measles in a country school and 
calls for quite as vigorous sanitary meas- 
ures. The Government can do much; but 
it needs private assistance. 

ok * ok 


One of the most workable of personal 
offsets to possible inflation is still at hand. 

It is ownership of a home. 

Current prices are favorable to the 
prospective home owner and are likely 
to continue that way for at least some 
months. 

Those who should know tell us that for 
this year and probably longer there will 
be no artificial limits set upon residence 
building, such as were imposed during the 
first war. Probably they will not be set 
at all unless a speculative market develops 
in the midst of a preparedness program. 
It is not certain that those earlier limita- 
tions added much to the nation’s economic 
strength; for what was saved in labor 
seems to have been lost by demoralizing 
basic industries and by breaking down 
public morale. If the country was in so 
serious a condition that home building 
must be stopped, the public asked, what 


was there left? 
2K * * 


The country has not yet caught up with 
its program of normal home building. The 
industry is prepared to meet the public 
needs, and interest rates as well as prices 
are favorable to the prospective owner. 

A home built at reasonable prices and 
soundly financed over a contract period of 
years is always a family’s sheet anchor if 
inflation comes. It is a well-known fact 
that a time of inflation is a time to pay off 
obligations. And if the obligations are 
contracted for something of the lasting 
market and social value of a home, it’s 
all to the good. 

Lumbermen are fully justified in a vig- 
orous promotion of building. They need 
only be sure their clients need homes, 
have a reasonable expectancy of continued 
earnings, and stay within reasonable cost 
limits. 
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The growing popularity of wood as a 
building material that can be displayed ef- 
fectively in retail lumber stores is re- 
flected in the increasing use of attractive 
wood paneling in remodeled sales rooms. 
The day of a few small polished samples 
of wood to exemplify what can be done 
with it to trim a room or finish its walls 
has passed. In its place has come the day 
of demonstrating use-value ; that is, of in- 


Display of plank 
walls in office of 
Charlottesville Lum- 
ber Co., Charlottes- 
ville, Va. Left, 
redwood; center, 
pecky cypress; right, 
native white pine 


stalling wood walls to capture the interest 
ot prospects. 

Typical of many such displays is the 
one recently installed in the sales room 
of the Charlottesville Lumber Co., Char- 
lottesville, Va., a retail firm managed by 
W. A. Barksdale. One end of the display 
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room now consists of attractive wall sec- 
tions demonstrating pecky cypress, do- 
mestic white pine, which pine is cut along 
the edge of the Shenandoah National 
Forest; and redwood. Separating the 
three types of wood wall are two win- 
dows, one a narrow-line double-hung, and 
the other, a translucent one of glass brick. 

“The display,” said Mr. Barksdale, 
“simplifies selling a great deal. Nothing 
is ever as effective as the material itself 





Front of office and display room of 
Charlottesville Lumber Co. 





set up as it will look in the prospect’s 
house.” 

Charlottesville is a town of about 
16,000 population, seat of the University 
of Virginia, and situated in the heart of a 
very prosperous general farming com- 
munity. ‘The Charlottesville Lumber Co. 
uses every medium of advertising at its 
command, and that part of the company’s 
activity is under the direction of Mrs, 
Barksdale. [very month a letter is sent 
to about 150 home owners. The message 
in these letters is seasonal, and designed 
to stimulate buying of some one item or 
service. Last fall the letters included fold- 
ers on storm windows. 

Rock-wool insulation is an item that is 
pushed consistently throughout the entire 
year. A steady volume has been built to 


a point requiring the operation of four 
insulation trucks. These trucks are all 
painted alike, in green, and the sides of 
each are equipped with frames for the in- 
sertion of signs two feet by four feet. The 
signs, changed frequently, tie in with the 
monthly letters to advertise some seasonal 
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of Wood Is Effective 


item or service. Sales during 1939 ran 
about $1,000 a week ahead of 1938. 

Mr. Barksdale, a director of the Na- 
tional Retail Lumber Dealers Associa- 
tion, said, “We have about 500 names 
on a prospect list for new homes, and we 
expect a well rounded building program 
in this vicinity during 1940. I think resi- 
dence building will be strongest in the 
class above $8,000 this summer.” 

The company has a complete home- 
building service, including direct con- 
struction contracts with the owners. The 
business was started about 50 years ago 
by a lumberman, a millworker and a con- 
tractor, and the concern has always had a 
contracting department, unlimited as to 
the type of buildings it takes. With the 
exception of a detailing service on plans 
for large residences and other buildings, 
and some redrafting on small homes, the 
company performs no architectural serv- 
ices, and furnishes no plans. A large part 
of the business is making and installing 
special millwork. 

“Thus far this summer we have signed 
up eight contracts,” said Mr. Barksdale. 
“These aggregate over $75,000, and in- 
clude one $30,000 residence, and one 
$10,000 restoration job. We just finished 
a $1,500 millwork job for the Front 
Royal High School, and a couple years 
ago we did a $25,000 millwork job on a 
project at the University of Virginia. 
Our millwork department is a very im- 





portant one. We had some of the work 
on the restoration at Monticello, and at 
Mount Vernon. One of the most unusual 
millwork jobs we have done was in a 
school recently, where we first charred, 
then sand-blasted oak millwork to give an 
appearance of age.” 
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“Ads” That Pull Customers 


All Advertising can do is to distin- 
guish the genuine prospects from the 
general public. Advertising makes the 
prospects step out from the crowd and 
identify themselves by presenting an idea 
that jars them into action. It may make 
them say: 

“Boy! I wish I could afford that!” Or ; 

“Betty! Let’s save some money for one 
of these!” Or; 

“Mary! I wonder if this is what you 
were telling me about the other day?” 
Or; 

“Here’s what I’ve been looking for; I 
didn’t know where to get it!” Or; 

“If this advertisement means what it 
says, Ann, we could have one!” Or; 

“C’mon, Sally! We gotta have this!” 


3ut even when advertising makes the 
wishers wish; or the savers save; or the 
wonderers wonder, it has created pros- 
pects, future prospects, out of people who 
yesterday were only a part of the general 
public. 

The people who were thinking about 
your merchandise, who were waiting for 
the right opportunity, who already be- 
lieve they need your product, or who 
have the money and are just looking for 
the right spot to spend it—they become 
your active prospects, they are ready to 
buy now, if you can produce goods in ac- 
cordance with your advertising. Arid the 
main reason why a single advertisement 
seldom pays for itself immediately—is be- 
cause the wishers, the savers and the 
wonderers far out-number the people who 
are ready to buy now. It is also the main 
reason why consistent advertisers build 
up the biggest following. You have to 
keep your message before the wishers, the 
savers and the wonderers in order to get 
their business when they’re ready—other- 
wise they'll join someone else’s band- 
wagon. 


Advertising Not Ballyhoo 


Some people think that advertising is 
simply ballyhoo. But it doesn’t have to 
be, and frequently it isn’t. Usually ad- 
vertising merely presents an ordinary 
everyday fact from an unusual viewpoint. 
The startling viewpoint is the thing that 
arrests attention, not the fact itself, for 
frequently the terms, the price, the qual- 
ity, the item itself, all could have been ob- 
tained the day before the advertisement 
was written just as simply and easily as it 
could be purchased after the advertise- 
ment appeared. The only difference be- 
tween the day before and the day after 
is, that either the management, or the 
public, didn’t know about the startling 
conditions upon which the sale hinged, 
and the necessity of advertising and the 
advertisement itself brought the two 
viewpoints together. 

Everything you do and are, therefore, 


is advertising. 
write, or act out, makes some kind of an 
impression on some of your prospects. 


Everything you say, 


Solicitation, service, delivery, model 
buildings, display rooms, stock appear- 
ance, window displays, blackboard spe- 
cials, are all means of advertising. But the 
bombardment of print that you send out 
before the eyes of the general public is 
the advertising that separates the pros- 
pects from the people; that brings the 
prospects to your place of business where 
they can be brought under the influence 
of your point-of-sale advertising. 

This article therefore will only present 
successful advertising ventures with 
newspapers, house organs, consumer mag- 
azines, mail pieces, hand bills, billboards, 
and odd attractions. Each method pre- 
sented has been tried and found effective, 
sufficiently effective for the company in 
question to continue its use. 

Hechinger Co., for example, has de- 
veloped four building material stores in 
Washington, D. C. The following ex- 
cerpts from their letters explain their 
methods and opinions in regard to suc- 
cessful newspaper advertising : 


An Advertising Basis 


“This company has been advertising 
since its inception . . . we would say that 
we have had steady growth since the start 
of the business by Mr. Hechinger back in 
1911. Naturally, at that time our adver- 


tising was small, and it has grown with 
our business to its present proportions. 
We think that the amount of money to be 
spent for advertising should be based on 
the same percentage of sales whether the 
business does $10,000 or $100,000 a year. 

“The product advertised, the time of 
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the year, the pricing as well as the 
weather, are all factors that make for the 
success or failure of this kind of adver- 
tising, and, as you know, they are vari- 
able factors. 

“We have a product to sell, and we 
must shout our wares so that the con- 
sumer will know it. We must properly 
merchandise our product, select the right 
time of year to advertise it, and then 
when we have interested our customer 
into coming into our store, we must give 
him the right merchandise and good serv- 
ice. The five rules of successful advertis- 
ing are, as you know: 


Successful Advertising Rules 


“(1) You must attract attention; (2) 
You must create interest; (3) You must 
be convincing; (4) You must create de- 
sire; (5) You must impel action. 

“We might answer your question re- 
garding the comparative value of the 
small as against the bigger ads by saying 
that the larger the advertisement the more 
attention it will attract. 

“Of course, you know that no advertis- 
ing is good unless it is done consistently, 
and the fact that you have something to 
sell must be told again and again. 

“We have never run an advertisement 
in the 28 years that we have been in busi- 
ness which has ever come anywhere near 
paying for itself, nor do we ever expect 
to. Just as a matter of common sense, 
you know that if advertising brought back 
direct results in sufficient quantity to pay 
immediately for that advertising that the 
newspapers would be so large and the 
copy would be increased so much, that it 
would be impossible to carry one home, 
let alone read it. 
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“We think that you must take the slo- 
gan ‘It Pays to Advertise’ with a grain 
of salt, and the salt is that it must be 
done with extreme care, made timely, 
present wanted merchandise at the right 
price, and the products advertised must 
be properly displayed and merchandised 
at the store. This advertising must be 
done consistently, and the amount of 
money spent must be pro-rated so that it 
can be done that way, based on some per- 
centage of the sales. These two factors 
will automatically allow you to make 
some estimate of the size of the advertise- 
ment that you can run.” 


Six Points Stressed 


Of the newspaper advertisements sent 
us by this company, six were one-half 
page ads, one, a quarter page ad, and an- 
other, a full page ad. It was noted, how- 
ever, that several points were stressed al- 
most without exception, regardless of the 
primary subject of the advertisement: 
(1) Something was on special sale for a 
stated period; (2) The phone number 
was emphasized and phone orders in- 
vited; (3) Free Delivery was mentioned ; 
(4) Availability of repair, remodeling, 
and building financing was mentioned ; 
(5) Recommendation of reasonable and 
reliable workmen was mentioned; (6) 
Lumber was mentioned. 

All ads were illustrated with pictures 
of people doing something with the thing 
advertised ; there was a woman in almost 
every advertisement; the firm name ap- 
peared at the top and the bottom of the 
ad, and of course, the addresses of the 
four stores were given. The advertise- 
ments were seasonal and offered timely 
merchandise. The advertisements were 
part of a fall campagin and featured: 
paints, winter comforts (make your home 
attractive), winter-proofing, winter time 
needs, home repair needs, hardware. 
Those were the subjects, but other spe- 
cific items were also included. 

In Houston, Minn., I. G. Iverson, 
owner of the I. G. Iverson Lumber 
Yard, handles his newspaper advertising 
in a different way. No issue of the Hous- 
ton Signal has gone to press for the past 
five years without the philosophical col- 
umn provided by Mr. Iverson appearing 
in the upper left hand corner of the front 
page. 

“Corn,” he wrote last August 10, “per- 
haps the most important crop in this sec- 
tion, though it is not generally marketed 
on the cob or in the kernel. And so the 
question of the day seems to be, how is 
the corn crop going to turn out?” This 
subject is pursued until the need for cribs 
and silos is brought up. “May we be of 
assistance in the matter of needed stor- 
age space, be it silos or corn cribs, or the 
repair of the same,” ends this piece of 
philosophical advertising. I. G. Iverson’s 
advertising is almost institutional in form, 
but in each advertisement he leads up to 
some one point definitely timely or sea- 
sonal. His attention arresting medium is 
the fact that he dominates the most promi- 
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nent part of the front page; that he has 
an interesting viewpoint and presenta- 
tion; that his column has become a fix- 
ture; that he never attempts high-pres- 
sure salesmanship, but speaks the coun- 
tryside’s own language; and finally, that 
he is well known. Marshall Field & Co. 
in Chicago has used a similar column in 
the Chicago Tribune, with the exception 
that this column is located on an inside 
page. 

“Sawdust & Shavings” is a small, 12- 
page, mimeographed booklet B. J. John- 
son & Sons, Louisville, Ky., sends to a 
selected list of prospects each month. This 
booklet is illustrated with sketches, spiced 
with jokes, contains a clever short-short 
story, and the briefest kind of advertising, 
such as: 

“THE THREE R’s—Rebuild-Reroof- 
Repair.” —“TWO-THIRDS OF YOUR 
HOME IS wall space, the most notice- 
able space in your home. It deserves the 
world’s finest wall papers. Buy Imperial 
at B. J. Johnson’s.,.—“TESTS BY A 
UNIVERSITY PROFESSOR 
PROVE THAT STORM SASH SAVE 
73% of their cost the first winter. Not 
only do they keep the cold out but the 
heat in. Save fuel. At Johnson’s.” A 
short list of household items with prices 
is included and the back page contains a 
house building advertisement. This book- 
let supplements the company’s newspaper 
advertising, and maintains a_ chatty, 
friendly tone. 

McCleery-Dudley Lumber Co., To- 
peka, Kansas, mails out a score or more 
of different cards and folders to prospect 





DON'T FORGET 


.. +. that Mrs. Prospect is installment 
minded. Tell her about the FHA loans 
in your advertisement. Thousands of 
Mrs. Prospects want remodeled kit- 
chens and bathrooms; bedrooms and 
living rooms, too. Tell your Mrs. 
Prospect HOW she can get ther. 
Because if she knew, she'd see to it 
that she had her new rooms. And 
don't advertise how many hundreds 
of dollars it costs. Tell her how FEW 
dollars it costs per month, or on other 
terms arranged to her husband's in- 
come, annual, semi-annual, or bi- 
monthly. 











lists. This literature is obtained from 
manufacturers, but is imprinted with the 
lumber company’s name, address and 
‘phone number. The literature relates to 
many items, but is chiefly concerned with 
house building. Mailing pieces have the 
advantage of being colorful and well illus- 
trated. Those used by McCleery-Dudley 
Co. are brief, instructive, and carry only 
one point home. 

An interesting advertising method is 
used by Daniels Lumber Co., Columbia, 
Mo. They use the magazine “Home,” 
imprinted with their firm name, telephone 
number, and address, not as a mailing 
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piece, but to pull customers out of doc- 
tors’ and dentists’ offices. They distribute 
these magazines, which make fascinating 
reading for housewives interested in new 
homes or remodeling, in all offices where 
clients are apt to sit and wait their turn 
or appointment. Daniels Lumber Co. 
have traced sales to this advertising 
method. 


Names Make News 


Really a house organ, but in make-up 
similar to a bulletin-type hand-bill, is the 
news sheet sent out to prospects by Spahn 
& Rose Lumber Co., Dubuque, Ia. This 
sheet has been pointed particularly to the 
rural trade. . Names make news, and the 
names of those making improvements on 
their farms are listed together with the 
improvement made. The sheet is called a 
“RoseOgram” and contains jokes and 
editorial matter on one side and adver- 
tisements.on the other. 

Edward Hines Lumber Co., Chicago, 
Ill., has been successful in using well- 
placed billboards to pull customers out of 
a crowd. They use billboards only to 
boost their finest lumber and to impress 
the trade name of this lumber on the pub- 
lic in connection with home construction. 
One of these billboards has been known 
to produce a customer who lived 26 miles 
from the billboard. These billboards are 
attractive and the point of quality is 
driven into a prospect’s consciousness. 

All of the advertising mentioned so far, 
has been in words and pictures printed 
on something and set before the public 
eye; all of the above mentioned companies 
use newspaper advertising as well as the 
mediums noted. But the Center Lumber 
Co., Fennimore, Wis., has developed one 
medium of advertising that remains in the 
lumber shed, and yet because everyone in 
the community knows about it, is inter- 
ested in it and comes to see it, this me- 
dium also pulls customers out of the 
crowd. The medium used is a blackboard 
on which a record of the hottest and cold- 
est days has been kept for the past ten 
years. There is genuine interest gener- 
ated when a day in July threatens to be 
the hottest in ten years. In fact almost 
everybody in town is rooting for that day. 
The lumber yard is in the heart of a rural 
community and weather means something 
—and of course to get the official “dope” 
on the matter, people must come to the 
lumber yard. 

It can be seen therefore, that there are 
many means of advertising, but the rules 
governing all of them are close to the 
principles outlined in this article. Com- 
panies rated at $15,000; $35,000; $50,- 
000 ; $75,000 ; $125,000, and over $1,000,- 
000 have been used as examples here. 
These firms were located in towns of less 
than 1,000 population up to over 
3,000,000. 

With this range in which to operate, it 
is hoped that you too will be able to pull 
your customers out of the crowd by ap- 
plying the principles of good advertising 
and merchandising. 








32 


July 13, 1940 





At left, in front of O. H. Keller Lumber Yard, standing from left to right:- George Jenkins, John R. Keller, son of owner; Jeanne 
James, Arthur Bitterling. At right, in front of Von Tobel Lumber Co., standing, from left to right:- Paul J. Von Tobel, 
owner; Eugene Von Tobel; Mrs. Thelma Hartle; Katherine Von Tobel; Harry Von Tobel 


Farm Modernization With FHA Loans 
at High Peak in Indiana Community 


Two retail lumber and building material 
yards in Winamac, Ind., in co-operation 
with the local bank, are making such wide- 
spread use of Title 1 Section 3, FHA 
loans for modernization of town and farm 
homes and other buildings, that, in the 
words of one of the dealers, ““We have so 
much business all of our energies are de- 
manded to handle it.” 

Winamac, with a population of about 
1700, is a county seat and capital of a 
rich farming community. Both its lum- 
ber yards, the Von Tobel Lumber Co. 
and the ©. H. Keller Lumber Yard, 
handle full lines of all kinds of building 
materials, and maintain millwork shops 
of their own in which they produce cab- 
inets and small farm structures. A large 
part of the business of both companies is 
with farmers in the vicinity of the town, 
and the dealers, together with the heads 
of the bank, were quick to see a new op- 
portunity for more business and _ better 





service to the farmers through the use 
of Title 1 Section 3 FHA loans. 

O. H. Keller, head of the O. H. Keller 
Lumber Yard, is also chairman of the 
board of directors of the bank. With 
Ralph E. Horner, president of the bank, 
and C. G. Long, vice president, Mr. Kel- 
ler and the board decided to qualify the 
First Union Bank & Trust Co. as an 
approved I*HA lending institution. Hav- 
ing done that, they were not satisfied 
merely to accept FHA loans. Convinced 
of the soundness of such lending, the 
bankers and the lumber dealers went out 
after that kind of business aggressively. 

There is no delay or red tape in grant- 
ing loans. Actually, they are character 
loans, based on the bank’s knowledge of 
the applicant’s general reliability, and the 
ability of the applicant to prove an in- 
come sufficient to retire the loan in ac- 
cordance with its provisions. Payment 
periods on modernization loans are ar- 











ranged to suit the borrower. In the case 
of farmers with milk bases, payments are 
usually made monthly. With others, pay- 
ments range from quarterly and semi- 
annually to annually. 

“We keep our Title 1 Section 3 FHA 
loans for modernization at about $100,- 
000,” said Mr. Long at the bank. “Most 
of the time the amount outstanding on 
these loans is above that mark, but very 
seldom does it get below. By far the 
largest number of the modernization loans 
we make run about $200 or $250. The 
average, of course, is somewhat above 
that, because some of them go as high 
as $800 to $1000. Of all the loans we 
have made in this class, we have had only 
two go bad on us. FHA made these 
good with no questions asked. 

“We make the loans on the spot. When 
a farmer comes in here for a moderniza- 
tion loan, we have him fill out form FHE 
3 CS, which is furnished to us by FHA. 
This is more or less a typical loan appli- 
cation form, and only a few minutes are 
required to fill it out with the applicant. 
In the course of making it out we learn 
all we want to know, and are in position 
to make a decision at once. If everything 
is in order, the farmer walks out with a 
check, with cash, or with a credit on our 
books for the amount of the loan. The 
only thing we do is caution him that the 
money he is borrowing must be used for 
the purpose specified in the application. 

“As soon as we have transacted our 
business with him, we fill out FHE Form 








Milk house and double corn crib built with 


Title | FHA loans 
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Poultry house and hog barn built with FHA loans on farms near Winamac, Ind. More than 100 farms in area similarly improved 


5, and send it to FHA in Washington. 
The loan we have just made is then in- 
sured. At the same time we make out 
a form of our own, showing the amount 
of the loan, the payment period, the bor- 
rower’s name, and similar information. 
This is really the borrower’s note. On 
the reverse side of this note there are 
vertical columns headed installment, date 
paid, late charges paid, and_ balance. 
There is room for sixty entries, or a num- 
ber equivalent to monthly payments ex- 
tending over five years. 

“We like this business, and the farm- 
ers like it also. One farmer, who was 
one of our earliest borrowers, has made 
six loans. As fast as he pays one, he 
negotiates another. These six loans have 
allowed him to remodel the interior of 
his house, re-shingle his roof, build a 
garage, install a bathroom, install a mod- 
ern kitchen, and equip his farm with elec- 
tric light and power. We have had quite 
a lot of repeat borrowers, many of them 
now on their third loans. We have never 
had a case where a borrower spent the 
money for any purpose other than the one 
specified in the application. While our 
printed form calls for monthly payments, 
we change this to any basis of payment 
suitable to the farmer. Practically all of 
our loans are for three years, although 
we have made a few for five years, and 
some for six months and less.” 

The bank itself, with assets of about 
$2,000,000, is a big institution, intelli- 
gently serving the community in which 
it exists. Suiting its action to the mod- 
ernization policy which it preaches to 
townsfolk and farmers, the directorate 
has completely modernized the banking 
room. A new sound-absorbing ceiling 
was installed, walls above the wainscot 
were painted a color that harmonizes with 


Farm home being re- 
modeled with FHA 
insured loan, has new 
bay window, siding, 
fireplace, and wing at 
rear. New bathroom 
in another farm was 
financed by FHA in- 


sured loan 
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the woodwork used for trim and fixtures, 
and two new private offices were added. 

Asked about FHA loans for the con- 
struction of new farm homes, Mr. Long 
stated none had been made by the bank, 
and that he did not think it would be pos- 
sible to get them through. 

O. H. Keller, head of the yard bearing 
his name, was out of town while the 
AMERICAN LUMBERMAN representative 
was in Winamac. His son, John Keller, 
said “The only FHA loans we handle 
through this yard are for remodeling un- 
der Title 1. On new construction where 
the setup is for less than $2500, I think 
we could get FHA loans for river cot- 
tages, of which we have a lot. We don’t 
need FHA for these, however, because 
the bank handles such loans to the com- 
plete satisfaction of everybody concerned. 
Operating without FHA on work of this 
kind, we make the changes required in 
house plans, select a carpenter contractor, 
and get the loan without any delay. 

“We made one attempt to put through 
an FHA loan for the construction of a 
new farm house, but were advised before 
we got very far to forget it. We went 
to the bank, and put the loan through in 
the usual way. We had a case recently 
that we tried to get an FHA loan to 
build. A steadily employed man with an 
adequate income owned a one-acre plot 
outside of town a short distance. We got 
no encouragement from the FHA people 
on this loan, and after some attempts we 
got no place, so we again went to the 
bank for a loan in the usual manner. 

“We have arranged quite a number of 
Title 1 remodeling loans through FHA 
and our bank here, and these with new 
building in town and along the river, keep 
us just about as busy as we want to be.’ 


At the Von Tobel Lumber Co. about 


the same experience was related. This 
company, though, has built a number of 
homes in Winamac, and then sold them 
to people who got FHA loans to swing 
the purchase. 

“There has been no new farm home 
construction under FHA terms out of 
this yard,” said Harry Von Tobel. “We 
have built a lot of houses here inside the 
city limits, and then arranged FHA loans 
for the purchasers. In the country, we 
do a big business with farmers who are 
modernizing under Title 1 Section 3.” 

Anyone driving through the country in 
the neighborhood of Winamac naturally 
would be led to inquire into the reasons 
for the inescapable evidences of building 
modernization activity on all sides. Fig- 
ures on the number of farmers who have 
made FHA loans for modernizing their 
homes and farm structures were not 
available at the bank, but a conservative 
estimate would place the number at more 
than one hundred. The friendly com- 


petitive spirit existing between the two 
lumber yards, and the close co-operation 
of the bank with both yards combine to 
make possible an outstanding job of sell- 
ing building modernization to farmers, 
and a very measurable contribution to a 
higher standard of living on the farms. 
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H. R. Hayes Lumber Co. Office at West Monroe, La. 


H. R. Hayes Lumber Co., West Monroe, La., built sixty or 
seventy houses last year; and at Christmas time Manager T. A. 
Sanders sent each family, owning and living in one of these 
new houses, a five-pound fruit cake. It was not only a gen- 
erous but also an appropriate holiday gift to help celebrate the 
first Christmas under the new roof tree. 

Last year the Hayes company lost its old plant through fire 
and immediately rebuilt on the same location; so it, too, is a 
“new householder.” Rebuilding gave Mr. Sanders the chance 
to redesign the place to fit the new merchandising he has been 
working out these later years. 


Salesroom Tells Story of Home Building 


The office and sales rooms are themselves a complete story 
of the new policies and the new approach to the complicated 
business of getting a home built. There are displays of mill- 
work, building hardware, paint and wall paper, lighting fix- 
tures and plumbing. It should be said that the company does 
not sell plumbing fixtures, but displays them for a local con- 
cern. Mr. Sanders finds the plumbing displays are useful in 
completing the planning picture of the new house. The office 
has drafting rooms, space for builders and contractors to do 
their paper work, customers’ sales rooms equipped with book- 
lets about house designing and decoration, material about 
FHA loans and all kinds of aids to help in determining how 
large an investment is justified by income. This company long 
since has left the old methods of the warehousing stage. Ma- 
terials of course are always important; but it is equally im- 
portant to know how to select and use them in fabricating a 
completed house. 

If you’ve been reading this department of late, you know 
that Texas has gone merchandising in a big way. We leave 


out the mushroom yards, of course—the concerns that handle 
not too good lumber on a cash, non-service basis. 


So far as 
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REALM of the 
RETAILER 


we can tell, the entire South is taking a long step toward the 
newer methods. Without doubt the FHA has given this 
change a big push. Mr. Sanders says about 90 percent of his 
new houses are financed through this channel. 

Customers turned to the FHA, in the first place, because it 
made possible loans on terms they could meet. Then the FHA 
protected them by setting up construction standards and by 
making it a requirement that a definite price be set before the 
job was started. Plenty of dealers have told us these standards 





Paint display of the Hayes company 


and methods have appeared so reasonable that customers with 
no need to borrow money are following the FHA standards 
and are making use of methods, such as package selling, that 
the FHA brought in. In a good many places this method has 
raised the general building standards, and it has convinced 
doubtful prospects that they can build with safety. 

Since Louisiana, like east Texas, is an old sawmill country, 
the established dealers have suffered from the competition of 
small sawmills and of truckers and non-service yards. An 
established, service dealer couldn’t compete with these concerns 
on price, even if he handled the same grade of stock. He 
doesn't want to compete with them on their terms, because he 
wants to sell buildings that have years of use built into them. 
Package selling in one form or another puts his business on 
a basis that he can defend. 


Contractors Like Yard’s Job Control 


In fact though not in name Mr. Sanders is doing his own 
contracting ; and he has worked out a method that makes this 
possible. He encountered a situation that we understand is 
not so uncommon. Union leaders and organizers, as a matter 
of policy, objected to yard contracting; but so far they seem 
content to establish their point in principle. The yard has no 
contractor’s license, and lets the contractor sign as general con- 
tractor while supplying only labor and labor bids. Mr. Sanders 
and his staff make the sale, supply the plan, arrange the financ- 
ing and collect the bids on collateral materials and services. It 





Sales room of the Hayes company, showing lighting fixtures 
and hardware 
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A. LEE HODGES, Presi- 
dent of the Superior Lum- 
ber Co., Monroe, La. 


Truck of the Superior Lum- 
ber Co., with tarpaulin 
cover 


seems that one reason the union organizers are content to 
agree with this arrangement is that contractors like it. There 
are some contractors who are financially responsible and com- 
petent to do all the things traditionally belonging to their trade. 
Others are not and know it. Their specialty is labor. They 
don’t know how to make package sales, they are at a loss in 
arranging loans, and they’re not so good in estimating ma- 
terials. Such a contractor has had experience enough to know 
the danger of losing his labor profits in a bad guess on ma- 
terials; so it suits him to have the dealer do the selling, esti- 
mating, planning and co-ordination, leaving him the job of 
supplying and pricing labor. 

There are no local institutions in Monroe that handle FHA 
loans; a peculiar situation in a city of this size that is doing 
so much building by means of these loans. The yard has to 
carry the job to completion before the loan is available, so it 
simply must have control of credits and quality for its own 
protection. 

A. Lee Hodges, president of the Superior Lumber Co., in 
Monroe, follows about the same policy in regard to contract- 








The Hayes company's wall paper sales room 


ing. We suspect Mr. Hodges not only does the selling, pre- 
pares the plans and arranges the financing, but also checks the 
labor bids. It is important to a yard that labor bids are not 
too low, just as it’s important that they’re not too high; for a 
low bid is a standing temptation to skimped work. The com- 
pany has three outside salesmen who complete the business to 
the point where the contractor adds the labor figures. Inci- 
dentally he doesn’t monkey with what the salesmen bring him; 
doesn't take the plans and material lists and shop around. 
“This method has been a life-saver for us,”” Mr. Hodges said, 
“and we wouldn’t dream of going back to the old ways. We 
must control credits, material prices, plans and building stand- 
ards. I want to make it clear that carpenters are satisfied with 





Plumbing is displayed by Hayes for a local concern 
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this way of doing. Under the old plan they, too, were in 
trouble. Some of them are competent to make up prices, but 
they’re glad to be free of that responsibility. Too many others 
would guess at prices, roughly comparing the house with an- 
other something like it which they’d already built. If they came 
out $100 ahead, they were glad and probably a little surprised. 
If they came out with $100 loss, well, we carried it; usually 
from then on. It was a case of our taking the losses with no 
control over the bids. That would have wrecked us if we'd 
let it continue. 


Work Inspected During Its Progress 


“This method of control which we use makes certain that 
we'll get paid; but in addition to that it makes certain that the 
trade will get good values in the field of sound planning. It’s 
part of our business to keep up with the new ideas and the 
new accessories, and to make use of these things when we know 
they’re good. Always we aim at better building at reasonable 
prices. In addition to the three men who give all their time 
to outside selling, there’s a staff man who spends part of his 
time selling on the floor, and the rest to inspecting jobs that 
are under way. Normally he spends every afternoon at this 
inspection work. We know all the time that the work is going 
according to specifications, and that we’re not only up to FHA 
standards but, if there is any deviation, ahead of these 
standards.” 

The yard handles electric fixtures, hardware, paint, wall 
paper and the like. Practically all the lumber it handles is 
trade-marked. When we mentioned the fact that there was no 
discolored lumber at the bottoms of the bins, Mr. Hodges said 
that was in part due to the policy of emptying a bin before 
new stock was put in, and in part to rapid turnover. This 
company makes the extraordinary record of turning its stock 
about nine times a year. 


Homes of Known Cost Are Easier to Handle 


J. S. Burgess, of the Slagle-Johnson Lumber Co., told us 
this big company also sells about 90 percent of its houses on 
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FHA financing. This company is a combined planing mill and 
Mr. Burgess, we understand, does not go far with 
contracting ; but he says the FHA has approved quite a num- 
ber of standard plans suited to this climate and type of trade, 
Loans to build on them are 
granted by FHA with minimum delay, and are easy to manage 
because construction costs are exactly known. 

Surgess said, “I have 
little fear that the owner of a low-cost home will default on 
his payments, even when his equity is small. 
people are different from those in northern industrial districts. 


retail yard. 


and more are being developed. 


Mr. 


“Unlike some other retailers,” 
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his real property. 
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But the fact that a man with a small income has never before 
been able to own a home causes him to take much pride in 


We find that these people will keep up 


their payments, even when the going is hard; and they work 
on the grounds, improving the appearance and adding value 


Monroe is an important industrial center and is also the 
capital of a big cotton-production area. 
noted among other things for its fine hotels. 
was unlucky in missing the principals at the Parlor City Lum- 


It’s a handsome city, 
This department 








A remodeled front with the entrance 
changed to a more advantageous posi- 
tion, and incorporating three large dis- 
play windows and both interior and 
exterior use of modern building mate- 
rials, has given the Charles Harbaugh 
Lumber Co. a new sales lever which is 
heing used to real advantage by E. R. 
Knudson, the yard manager. 

“In just a couple of weeks with this 
new setup,” said Mr. Knudson, “I have 
sold eight new ceiling jobs and siding 
[ don’t think I would have got 
them if it had not been for the fact that 
our new store draws more people than 
ever before, and enables us to show them 
actually what the improvements we are 
trying to sell them look like when in- 
stalled.” 


jobs. 





Builder's hardware shelves at rear of display 
room. Private office of manager at left 


E. R. Knudson, manager of 
the Charles Harbaugh Lum- 
ber Co., Sycamore, _Il., 
standing in front of new dis- 
play room and office 


The new arrangement projects the 
display room well in front of the sheds 
and out to the sidewalk line. It stands 
out prominently to pedestrians and auto- 
mobile drivers moving along the busy 
street that leads to the heart of the city, 
about two blocks away. The position of 
the door and the large, appropriately 
dressed display windows are invitations 
to enter. 

The exterior of the building is sided 
with asbestos, and the pitched section of 
the roof is covered with stained wood 
shingles. A low railing above the 
shingled section relieves all suggestions 
of squattiness. Four types of window 
are in use. Two of these are double 
hung, one is wood casement, and the 
fourth is steel casement. Four types of 
oak flooring were installed on the inside, 
and the large area of the display room 
has a Century of Progress composition 
floor. The latter is protected with rub- 
ber runners leading from the door to the 
counter at the rear of the room, and to 
the private office used by Mr. Knudson. 
The display room is trimmed with birch, 
and the private office with gum. There 
are also applications of both light and 
dark oak trim. Ceilings are all finished 
with insulating tile. 


Various wall treatments are artistically 
arranged. Behind the curved modern- 
istic counter the wall is knotty pine 
paneling. All windows are equipped 
with Venetian blinds, and the lighting is 
indirect. A neon sign in the middle dis- 
play window operates automatically, and 
is lighted during the evening hours. 
Bulkheads behind the display windows 
are about two feet wide. A slab door 
leads to Mr. Knudson’s office, and a 
panel door opens to a small store room 
at the rear. Open face shelves at the 
rear of the room carry a good line of 
builders’ hardware. 


New Front and Display 
Room Sell Eight Jobs 


The corner at the right of the entrance 
is uniquely equipped for display. The 
wainscot is made of eight different de- 
signs of composition tile. Above this, 
the wall is finished with wide cedar 
siding, painted white, and above this is 
a strip of insulating tile in two colors. 

An addition has been built to the lum- 
ber storage shed, principally to accom- 
modate growing stocks of plywood. 

“We keep adding plywood sizes all the 
time, as the demand for this material 
grows,” said Mr. Knudson, “and _ that 
made it necessary to provide more stor- 
age room. We have more than we need 
now, but I think that in another year all 
of the excess space will be in use.” 

The driveway through the shed is 
worth particular mention because of its 
tightly packed, dustless surface. It is 
black dirt compacted with calcium 
chloride. 

“Every two years or so,” said Mr. 
Knudson, “we sift a couple loads of black 
dirt on the driveway, then sprinkle it 
with calcium chloride. The driveway is 


always moist and entirely dustless.” 





Corner of new display room with wainscot 
of eight types of composition tile. Wide 
wood siding and insulation tile above 
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PAY-BY-THE 
MONTH PLAN 








Below: — Display 
card 12 inches by r 
16 inches for 
financial _ institu- 
tions qualified to 
make Title | mod- 
ernization loans. 
Order form No. 
246 
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ITH AN EYE toward stimulating new 

W fail business, the building industry is 

laying big plans for an all-out drive 

this summer to promote property modernization 

and repair, with emphasis on “pay by the 
month.” 

The nation-wide campaign, with the full co- 
operation of the Federal Housing Administra- 
tion, is planned to break simultaneously in all 
sections of the country in mid-August. The 
new drive, patterned closely after last summer’s 
similar and highly successful campaign, will 
again stress “Fix Up Your Home! Modernize,” 
and convenient monthly payments on the FHA 
Plan of installment buying will be featured. 

Manufacturers and dealers who tied in ag- 
gressively to last year’s drive found that many 
modernization jobs can be closed and new pros- 
pects developed by featuring FHA-insured 
(Title I) loans. Federal Housing Administra- 
tion figures show that about 3,000,000 of these 
modernization loans have been made to date. 
That means something like  $1,100,000,000 
worth of property improvement already financed 
on the FHA Plan. 

FHA officials think that in spite of these im- 
pressive figures modernization activity has only 
begun, since applications for loans are steadily 
rising, and at present average about 10,000 a 
week. This increased activity indicates that the 


FHA Fall 


Modernization 


Campaign 


Above: — Window streamer, sixty 
inches long, with sixty-inch vertical 
side pieces, part of window display 
No. 5. Available on application to 
Federal Housing Administration, 
Washington, D. C. 





public and the lending institutions are coming 
to realize and avail themselves of the benefits 
offered by the FHA Plan. The mounting fig- 
ures also suggest that the building industrv 
would do well to engage in some concerted 
action of its own during the coming months. 

FHA officials throughout the country point 
out that industry is approaching that agency 
more and more frequently with cooperative sug- 
gestions and plans to make the most of the 
FHA modernization and repair program. In 
line with these suggestions, FHA is again pre- 
paring literature and display material for the 
trade. This will be available at headquarters in 
Washington, or through FHA’s 64 field offices, 
about the middle of August. 

The material includes a colorful window dis- 
play printed in dark red, blue, and yellow and 
a cleverly illustrated booklet with a check list 
for home owners, printed in red and black. A 
mimeographed piece will describe how dealers 
can develop and handle business under the 
“Property Improvement Credit Plan,” Title I 
of the National Housing Act. It is a brief mer- 
chandising manual for dealers suggesting means 
by which they can increase their sales through 
the FHA plan of installment payments. 

Both the display material and literature are 
available to all retail lumber and building ma- 
terial dealers wishing to be identified with the 
national modernization program, but it will be 
sent only on direct request. To avoid’ duplica- 
tion, manufacturers and trade associations 
should have the dealers themselves send in their 
orders. It is suggested that this be done as soon 
as possible since quantities are limited and it 
is a case of “first come first served,” in filling 
requests. 

The window display pieces are designed to 
be used separately and can be adapted to the 
needs and display facilities of individual dealers. 
However, this material is essentially a unified 
window display in which all pieces are employed 
to feature the dealer’s merchandise. A colorful 
streamer bearing the legend, “Modernize—Re- 
pair” extends across the window, and _ side 
streamers suggest improvements to “Fix Up 
Your Home.” In order to suggest to dealers 
how to arrange this material attractively in 
their windows, a descriptive folder has been 
prepared. Copies are available for manufactur- 
ers, trade associations, and others who wish to 
tie in their sales outlets with the national mod- 
ernization program. 

Specimen newspaper advertisements are also 


J [ Below: — Poster 

28!/, inches by 

= 38!/, inches, part 
Licabilily of window dis- 
play No. 5. All 
pieces are 
printed in royal 
blue, deep red 
and bright yellow 
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prepared by the Federal Housing Administra- 
tion for dealer use. These are mailed in proof 
form to local newspapers who will be supplied 
with mats of the art work on request. 

Other media besides store display, direct mail, 
and newspapers will be used during the forth- 
coming campaign. A car card will be released 
for national distribution in trains, cars, and 
buses. 

Special radio programs are being arranged 
locally by State and District Offices of FHA. 
In addition, manufacturers, dealers, and others 
will be provided, upon request, with scripts and 
commercial announcements by which their prod- 
ucts may be tied in to the national program for 
Home and Business Property Modernization. 
A special transcription of dramatized radio 
“spots,” suitable for dealer tie-in, will be made 
available through local radio stations. 

Of course, the lending institutions themselves 
will play an important part in the national mod- 
ernization program. The Federal Housing Ad- 
ministration is supplying them with special post- 
ers reading “We Make Loans to Modernize,” 
which will be on display in their windows and 
on counters. There are some 10,000 of these 
lending agencies which now hold contracts of 
insurance with the Federal Housing Adminis- 


(Continued on Page 61) 
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“Buy With Confidence” Slogan 


“Since small home building increased 
with the aid of government loan guar- 
antees and encouragement, many fly-by- 
night ‘wholesale’ lumber concerns have 
been springing up, selling inferior mate- 
rials,” says C. A. Blanton, manager Wm. 
Cameron Lumber Co., Fort Worth, Tex. 
“Naturally, to builders of inexpensive 
homes price is an important factor. So, 
frequently they buy building materials 
that are represented as of good quality 
but cheap because of being sold on a 
wholesale or cut-rate basis. Many new 
home owners have discovered, too late, 
that the ‘good materials’ that went into 
their houses didn’t stand up. 

“It is to correct this situation that we 
are promoting our current campaign with 
the slogan, ‘Buy with confidence.’ We 
started the campaign only a few weeks 
ago, but already people are becoming 
interested, judging from the number of 
inquiries we are getting. Incidentally, 
our sales of good lumber and other build- 
ing materials are picking up steadily.” 

Many of the inquiries, Mr. Blanton 
explains, come over the phone from peo- 
ple who are “window shopping” before 
they are quite ready to buy. But it is 
the salesmen, who make their rounds of 


builders and prospective builders, who are 
asked for more details. 

The campaign that invites these in- 
quiries includes use of colorful outdoor 


Three of these car- 


teen feet wide, and 


WITH 


Brings Business 


feet-wide, domed cartoon signs (see cut) ; 
three of which are located along busy 
streets, and one at the yard entrance, 
at time of this writing. The number of 


toon signs, each six- ONFIDENCE)| 


located at strategic 
points in Fort 
Worth, stress “Buy 
with Confidence” 
slogan of Wm. 


Cameron Lumber : @ | Gi 
Ce. “OVER "68" YEARS 
* | G-crass S ow ee le 
7) iow Ff of . Ree are § 


bulletins, newspaper advertising, and per- 
sonal cards that are handed out by the 
company’s salesmen. The theme is based 
on the message carried by the sixteen- 











for Dealers 





While browsing around the 
yard of the Judd Lumber Co. in 
Dowagiac, Mich., recently an 
AMERICAN LUMBERMAN staff man 
was amused at the metal parking 
space provided for smokes at the 
entrance to the mill. It is pic- 
tured here in all its simple glory. 
Made with a slanting trough at 
the bottom, it is large enough to 
accommodate all the smokers 
who want to be doing business 
in the mill at any one time! 

The mill is busy the year 
around and accommodates peo- 
ple in the town who want special 
millwork. Many window screens 
are turned out annually using 
galvanized and copper wire. 











ront 






these bulletins will be increased in the 
near future. 

The signs show a happy family, proud 
of their home, because the house was built 
of materials which they know are good. 
Under the sponsor’s name appears the 
legend “Over 68 years in Fort Worth’— 
and this is the meat of the message, for 
this phrase is enlarged on by the com- 
pany’s salesmen, whether trying to sell 
or in answering an inquiry. For this 
phrase indicates that Cameron’s has stood 
the test of years, and as a result, is pros- 
pering ; that people have confidence in it, 
otherwise it would not be in business so 
long; that it is wise for a prospective 
builder to buy with confidence at Cam- 
eron’s, because it was built on a policy 
that was satisfactory to customers for 
three generations; that it must be thor- 
oughly responsible. 

The phrase also implies that price alone 
is not so important—that what is really 
important is getting a home that will 
stand up; that good materials even at a 
slightly higher price are much cheaper in 
the long run. 

Although at the time of this writing 
only the salesmen’s cards had the bill- 
board cartoon, in miniature, on them, the 
message is used in newspaper and other 
advertising. Incidentally, the salesmen’s 
card is of simulated wood, and has financ- 
ing information printed on the back. 
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What's Your Idea of a Lumber 
Yard Office Man? 


How important is a lumber yard office 
inan? What duties do you assign him and 
what duties do you wish you could assign 
him? 

Don H. Wilson, owner of F. L. Hill 
Lumber Co., Danville, IIll., believes that 
the most important qualification of a first 
class office man is his experience and 
personality. 

“He must have a good foundation of 
experience in the business, and a person- 
ality that inspires confidence and trust,” 
states Mr. Wilson. 

“Second, the office man must be ac- 
curate, in his statements, and measure- 
ments. The customer has a right to be- 
lieve in the information given and the 
prices quoted. Anything less than com- 
plete reliability in the man alienates cus- 
tomers.” 

“Third, he must be able to grasp ex- 
actly what the customer wants, which en- 
tails an understanding of construction that 
will enable him to visualize the use of 
lumber being ordered, and also to antici- 
pate possible difficulties unless informa 
tion is obtained about the exact use. 

“The office man in the lumber yard,” 
concludes Mr. Wilson, “is the staff offi- 
cer of the building industry.” 

Perhaps some of our readers can tell 
us of ways to train first class office men, 
starting with young raw material. How 
would a man get the experience to qualify 
as a first class office man? And what is 
the test for the right kind of personality 
behind a lumber yard desk ? 

Those are questions that can be an- 
swered perhaps only by an experienced 
lumber dealer. Through its readers the 
AMERICAN LUMBERMAN hopes to find an 
adequate answer. 





One Way to Sell Plumbing 
Through Lumber Yards 


“Tf it is built into a house the lumber 
dealer ought to sell it” is a good slogan, 
but there are many difficulties to be over- 
come before the slogan can become fact. 
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Bass & Co., Bowling Green, Ky., have 
pointed out one way to profitably add 
plumbing to the list of items lumber deal- 
ers may sell. 

They sell thousands of dollars worth of 
plumbing annually by acting for the 
manufacturer as the wholesaling outlet in 
Bowling Green, Hopkinsville, COwens- 
boro, and Elkton, Ky., and Clarksville, 
Tenn., where they have lumber yards and 
building materials headquarters. It is be- 
lieved that other line yard companies 
could obtain the franchise to sell plumb- 
ing in the territories served by their own 
yards. 

Heuses, for which Bass & Co. furnish 
materials, have their plumbing installed. 
In Bowling Green they display four com- 
plete bathrooms and one complete kitchen. 
From these displays they also sell cabi- 
nets, wall and ceiling materials, remodel- 
ing jobs and new jobs as well as plumb- 
ing equipment. 





Makes Silent Salesman of Plan 
Books and House Plans 


Plan books and plans are indispensable 
aids to the typical 1940 lumber dealer 
whose yard is building headquarters for 
home owners in the vicinity. The effec- 
tiveness of plan books and house plans 
can be greatly increased through intelli- 
gent handling and use. The Middendorf 
Lumber Co., Quincy, Ill., has devised a 
system that is exceptionally effective, and 
has worked out a co-operative use of the 
svstem with a local building and loan as- 
sociation that is profitable to the lumber 
company and helpful to the loan associa- 
tion and its patrons. 

In the lumber yard office is a steel 
cabinet, slightly more than waist high. 
On top of the cabinet, arranged in a neat 
row are bound volumes of house plans 
from every source available to the com- 
pany. Each plan in the volumes has a 
key number. In the drawers of the cabi- 
net, key numbered with the volumes, are 
plans of many of the houses in the plan 
books. A shelf is provided for laying 
the plans out, and studying them. With 
this system, the plan books are always 
in place, and they are used effectively as 
sales helps for new homes and remodel- 
ing work. 

An exact duplicate, including bound 
volumes, plans and the steel cabinets, has 
been placed free of charge in the office of 
the local building and loan association. 
every time a change is made in the office 
setup, the same change is made in the 
duplicate in the association office. The 
name of the lumber company is promi- 
nently displayed on both sets. This 
service to the association and its mem- 
bers is genuinely appreciated as reflected 
in the volume of business obtained as a 
result. Miniature model houses are also 
on display at the lumber office, with 
duplicates provided for the loan associa- 
tion, 
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Yard Device Saves Labor 


An AMERICAN LUMBERMAN represen- 
tative visiting the retail yard of A. 
Menendez & Co., New Orleans, La., 
some time ago, observed and photo- 





Makes unloading from car easier 


graphed the home-made stand or 
“horse” here shown, which is used by 
the yard men to carry gravity convey- 
ors at the proper level for unloading 
materials from the car direct into the 
proper bins in the shed. The photo- 
graph shows the stand in place in the 
yard, where a car of dimension lumber 
is being unloaded. With this combina- 
tion two men can unload a car of lum- 
ber in much shorter time than would 
otherwise be possible, thereby effect- 
ing considerable saving in handling 
costs. 





Floor Wax and Furniture Polish 
Feature Paint Demonstration 


The Musser Lumber Co., Spur, Tex., 
celebrated the addition of two new lines 
to its paint department by holding a paint 
demonstration which lasted all day Sat- 
urday. 

“Particular stress,” said Crit C. Mc- 
Donald, yard manager, “was given in 
talking to callers, on the two new items 
we are adding to our line. These are 
floor wax and furniture polish.” 

In preparation for the demonstration, 
circulars were distributed through the 
town, and an advertisement was carried 
in the local paper. The advertisement 
and each circular contained a coupon, 
which when brought to the lumber yard 
on the day of the demonstration and 
signed by the visitor entitled him to one 
can of enamel. Fiesta dishes were also 
given to some of the visitors. 

“A representative of the company 
whose paint we carry was with us all 
day,” said Mr. McDonald, “and the 
affair was very successful. Among the 
visitors during the day were about 100 
ladies, many of whom were making their 
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first call at our office. We feel that our 
effort will result in a good volume of 
paint business.” 

Addition of floor wax and furniture 
polish, particularly as leaders, has been 
found to be remunerative in many yards 
where paint for all purposes is an impor- 
tant line. 





Policemen, School Children 
Given Blotters by Dealer 

In casting about for an inexpensive 
publicity medium, S. S. Solie, head of the 
Solie Lumber Co., Janesville, Wis., found 
two types of blotter with space for im- 
printing the name, address and telephone 
number of his company. He has been 
making unusual use of them, and finds 
them in great demand. 

One of these contains a miniature re- 
production in color of the 1940 automobile 
license plate of each of the 48 States, 
the District of Columbia and Hawaii. 
Under each of the plates, in small type, 
is the number of automobiles in the State, 
the population of the State, the number of 
commercial automobiles, and the ratio of 
automobile ownership to population. 
Aside from the popular interest in the 
information, Mr. Solie found that 
the blotter was in demand by the local 
police. He therefore prepared one in a 
protective case for each member of the 
Janesville police force. The policemen 
state that they are very helpful in iden- 
tifying out-of-State licenses from dis- 
tances which permit design and color 
recognition. 

The second blotter contains the dis- 
tribution of the electoral college vote for 
president of the United States from 1880 


soon 
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The Sterling Lumber Co., Sterling, Colo., of which 
Kenneth W. Curlee is manager, is getting some 
good publicity by means of a number of attractive 
“cut-out” billboard signs located along main high- 
ways leading into the city. One of these signs 
is shown in the accompanying photograph. It is 
painted in bright colors, which cause it to attract 
attention. The message is put over in few words, 
easily read by passing motorists. It is a good 
example of this kind of advertising. 
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to and including 1936. Vertical columns 
are headed by the presidential election 
years. Horizontal columns are started 
with the names of the States and the 
number of votes given the several parties 
by each State. One of these blotters, ac- 
cording to Mr. Solie, is in the desk of 
every student of history in the grade and 
high schools of Janesville, as well as in 
many of the country schools. 

“The blotters,” said Mr. Solie, “keep 
our name before the school children, 
which is a good thing. As far as the 
police department is concerned, if they 
have our name on any kind of a blotter, 
it is certainly better to have it printed on 
the top of one they carry around with 
them rather than backwards on the bot- 
tom of one they use on their desk.” 





Fiesta Ware and a Young Lady 
Boost Yard's Paint Sales 


What could be more natural than using 
colorful Fiesta Ware to advertise paint, 
and a young lady to promote the yard’s 
paint department? The I‘iesta Ware was 
the paint manufacturer’s idea, but the 
young lady in charge of the paint depart- 
ment was K. M. Arington’s idea, and he 
is manager of the Eclipse Lumber Co., 
Columbus Junction, Ia. 

“She,” stated Mr. Arington, referring 
to the young lady, “can talk redecoration 
to the women better than a man can. And 
she certainly looks more natural showing 
the Fiesta Ware than a man would.” The 
idea was that the paint was for sale but 
the Fiesta Ware was to be given away. 
And certainly a girl in the paint depart- 
ment should make the women in the town 
less alergic to the local lumber yard and 
more willing to buy there. 

Whatever the reason, however, the 
paint department began to make more 
sales to women. But the men were not 
forgotten. The young lady made a card- 
board model of a farm yard, showing all 
the various farm buildings painted red 
and white, and displayed that in the paint 
department to remind the farmer that he 
needed paint for his buildings. 





Unorthodox Display Improves 


Sales 


“You don’t sell much of any item if 
you hide it in an obscure place in the 
yard,” said V. F. Mueller, head of the 
Wonewoc Lumber Co., Wonewoc, Wis. 
“That goes for watering tanks just as it 
does for nails and other small items. 
While it is somewhat difficult to hide a 
watering tank in a yard, displaying it 
prominently also presents a problem. To 
us, however, display is a matter of first 
importance, and we solve our display 
problems even when the solution involves 
defiance of a principle.” 

One of the principles of management 
in this little country town yard is neat- 
ness and efficiency. This extends to the 
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storing of lumber in carefully dressed 
stacks, and keeping the driveway through 
the shed well graded and clean. To dis- 
play a redwood watering tank advan- 
tageously, however, Mr. Mueller did not 
hesitate to place it in the driveway of the 





yard where farmer customers could not 
Iniss seeing it. 
“every farmer who drives in here,” 


said Mr. Mueller, “just about has to 
dodge that tank, and he can’t help seeing 
it. The idea works so well that since 
we have had it there in the driveway 
our redwood tank sales have been meas- 
ureably better.” 


Kiln 





Dried Structural Lumber 
Used in Group of Homes 


Tacoma, WasuH., July 6.—A_ unique 
construction feature of a residential 
building project at Steilacoom Lake, Ta- 
coma suburb, will be the use of kiln dried 
structural lumber throughout, to prevent 
warpage and shrinkage, as is the case in 
ordinary frame construction, and permit 
speedy completion of the dwellings. The 
project is being built by Lakewood, Inc., 
of which Norton Clapp, secretary of the 
Weyerhaeuser Timber Co., is president. 

The contract calls for construction of 
a community type development contain- 
ing 11 modern homes, a double 11 unit 
garage, landscaping, etc., on a three-acre 
tract with 200 feet of waterfront. The 
project will represent an investment of 
approximately $75,000 and will be un- 
like any residential park development 
ever constructed in the Pacific North- 
west, according to its sponsors. Subcon- 
tractors under the general contract in- 
clude, Saxton Lumber Co., Tacoma, kiln 
dried structural lumber; Coast Sash & 
Door Co. and the Puget Sound Manufac- 
turing Co., Tacoma, millwork; FE. L. 
Hull, Tacoma, floors. 

There will be four types of house in 
the group, arranged on a roomy quad- 
rangle, with the open end facing toward 
the lake. All will have two bedrooms 
and some will he of two-story design. 














a 


* 
aon 


4 


" 
— 
and 





ique 
ntial 
Ta- 
lried 
vent 
se in 
‘rmit 
The 
Inc., 
f the 
dent. 
mn of 
itain- 
unit 
-acre 
The 
nt of 
» un- 
nent 
‘orth- 
bcon- 
‘t in- 
, kiln 
sh & 
1ufac- 


ae 


ise 11 
quad- 
yward 
rooms 
mn, 











July 13, 1940 


Amemcanfipmberman 


4 


Kindly Arkansas Yard Manager 
Works Miracles With Boys 


You've heard Bob Burns on the ra- 
dio, of course, and so you know about 
“Uncle Fud.” But you may not know 
that Uncle Fud is a retail lumberman. 
His name is George Meadors, and he is 
the manager of the T. J. Gilstrap Lum- 
ber Co.’s yard in Van Buren, Ark. Van 
Buren is Burns’ native town, and his for- 
mer home is but a couple of blocks from 
the Gilstrap yard. 

Mr. Meadors is not related to Burns, 
but the two are old friends. When Burns 
needed pungent, picturesque characters 
of natural humor for his broadcasts, he 
informally adopted Uncle Fud. Mr. 
Meadors is an able lumberman, keen as a 
whip; and he is an unassuming, home- 
spun, kindly American. While he is will- 
ing on occasion to look and act the part 
of an Arkansas “character,” he is one 
only to the extent that Arkansas charac- 
ters are shrewd persons. At a lumber- 
men’s meeting in Oklahoma City, Mr. 
Meadors, in keeping with his Uncle-Fud 
reputation, consented to pose for a news- 
paper photographer, drinking from a 
saucer. He told Secretary Woods that 
the only way to overcome the old Arkan- 
sas tradition, created by the not too 
kindly humor of Opie Read, is to play it 
up when asked to do so. If Arkansas 
people laugh about it, it loses its cutting 
edge. 


HELPS FOOT-LOOSE TOWN BOYS 
FIND THEMSELVES 


On the wall of his office is a panel of 
Boy Scout knots; and back of this is a 
story. Uncle Fud has a deep interest in 
boys. Years ago he noticed that there 
were a number of boys whose people paid 
little attention to them. Lacking other 
resources, the youngsters were rather go- 
ing wild on the streets. So Uncle Fud 
entered Boy Scout work. He knew that 
to reach them he’d first have to interest 
them. After that it might be possible to 
do something indirectly about their be- 
havior. Being a lumberman and knowing 
that a boy is a born mechanic, Mr. Mead- 
ors got the use of a little old warehouse, 
had it wired, and then installed a line of 
small woodworking tools—motor-driven 
machines such as are used by many con- 
tractors and lumber yards. The word 
went around that the boys might use 
them. Naturally there was competent su- 
pervision. It was a hit from the start. 
The shop was busy and crowded as long 
as the supervisors would stay, and the 
boys turned out some remarkable pieces 
of work. It was an easy step to the tra- 
ditional scouting work. The scouting 


work, in fact, grew faster than it was 
possible to get trained leaders. Mr. Mead- 
ors has had at one time as many as sixty 
or seventy scouts in his troop, about four 
times the standard number. He simply 
wouldn’t turn them down when they ap- 
plied. The results have been little short 
of amazing. The lads who were chronic 
hookey-players went back to school on 
their own power. The beginnings of 


gangsterism simply evaporated. Some of 
his scouts by this time are grown men; 
and Mr. Meadors pointed with uncon- 





"UNCLE FUD" - - 
on Bob Burns Program, and 


MANAGER GEORGE MEADORS .- - - 
At Gilstrap Lumber Co., Van Buren; Ark. 


cealed pride to a stack of letters on his 
desk from “his boys.” 

“It’s fascinating work,” he said, “and 
it’s work whose results become apparent 
almost at once. A man with some knack 
for working with boys, if he could give 
his time to it, could make over any com- 
munity in a very few years. These little 
street scamps are turning out well. At 
various times the Van Buren high school 
football team, which has a fine reputation 
in this area, has been made up almost en- 
tirely of my young huskies, and their be- 
havior would make any man proud. My 
boys are welcome and respected any- 
where, and not so long ago they were 
looked upon in this town as nuisances or 
worse. 


ALSO SPONSORS 4-H GROUP AT 
COUNTRY POINT 


“T’ve been doing something with coun- 
try youngsters, through the 4-H. Several 
years ago the Rotarians drew lots as 
sponsors of various clubs, of which we 
have a good many. I drew a club located 
twelve miles from here. I couldn’t teach 
them much about farming, but I could 
and did meet with them and help out with 
arrangements. They seemed to like this 
sponsorship, and they’ve been getting the 
same good results in their way that the 
Scouts get here in town.” 

Meadors is an ingenious person about 
the yard. For his own use he invented a 
device with a measuring wheel, pointer 
and registering bell to measure screen 
wire as it is pulled from the roll. He re- 
fused to patent it; but the device has been 
copied and is now on the market. 

So the next time you hear Bob Burns 
mention “Uncle Fud,” remember he’s an 
able lumber retailer who is working near 
miracles with Arkansas youngsters. 





Building Activity Provides 
Needed Support to 
Defense 


In a letter to the president of the United. 
States, Elmer C. Jensen, president Chicago 
Building Congress, suggests that during na- 
tional defense preparations the building indus- 
try shoud not, as during the World War days, 
suffer from neglect of which the aftermath 
was an unprecedented shortage in housing, 
which in turn produced the highly speculative 
building boom of 1923-1929. “The Chicago 
Building Congress,” he asserted, “is of the 
opinion that, owing to the fact that in 1940 
there are 100.22 families for every 100 dwell- 
ing units in the urban communities of the na- 
tion, certain constructive and far reaching 
measures must be undertaken, in order that 
home building activities may not be _ inter- 
rupted.” 

Said Paul D. Angell, secretary of the Chi- 
cago Building Congress: “If we do not con- 
temporaneously with our defense preparations 
maintain a sound economic balance in the field 
of production and distribution of food, clothing, 
and shelter, we may unwittingly bring into be- 
ing the very system of government which 
threatens the life of the nation, and against 
which we are straining every nerve in order 
to defeat. The building industry is the one 
industry that may contribute toward the cre- 
ation of a balance. Business and government 
ought to find common ground in the building 
construction field in preventing economic chaos, 
by encouraging private enterprise to carry on 
with building construction while the nation is 
arming to defend its liberties against the out- 
side enemy.” 

The Chicago Building Congress adopted a 
resolution recommending that the building in- 
dustry, in co-operation with the State and Fed- 
eral governments, adopt a policy of providing 
750,000 dwelling units each year during the 
next five years. 
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Building Broke Records in May 


New Home Building in West 
Gains Over May 1939 


San FRANcisco, CAtir., July 6.—The value 
of building permits issued in principal far west- 
ern cities during May declined from the rela- 
tively high level attained in April and failed 
to equal the val:e of permits issued in May a 
year ago, according to Bank of America busi- 
ness review. Both new residential and new 
non-residential building showed declines in May 
from the previous month, but when compared 
with a year ago residential building was up 
about 17 percent while new non-residential 
construction declined over 50 percent. 

Reports from 50 important cities in eight 
western States show building permits valued at 
$22,175,794 were issued during May, a decline 
of 6.7 percent from April, and 7.6 percent less 
than in May a year ago. Of the May total, 
$15,446,316 worth of permits were issued for 
new residential construction. This is a decline 
of 4.8 percent from the previous month, but 17 
percent higher than in May a year ago. The 
value of new non-residential permits issued was 
$3,963,587, a decline of 12 percent from April 
and 54 percent under May a year ago. 

The five-month cumulative total of permits 
issued for new residential building was $67,328,- 
000, a gain of 12 percent over the same period 
in 1939 and 58 percent greater than 1938. Con- 
struction of new residences in 1940 has been 
at the highest level in over ten years. 





Lumber Dealers Have Belief in 
Favorable Building Rate 


Lumber dealers in all parts of the United 
States stated that they believe that residen- 
tial and general building will continue at a fa- 
vorable rate in the immediate future despite the 
war situation, the branch managers of The 
Celotex Corp. at a recent meeting in Chicago 
reported to Henry W. Collins, vice president in 
charge of merchandising. 

The present impetus of building activity will 
keep business at substantially its present level 
for another 60 days, the managers believe. Af- 
ter that, increases in construction due to pend- 
ing national defense activity will more than off- 
set any decline in private construction, they 
believe. 

The branch managers of The Celotex Corp. 
were in Chicago for a two day meeting to dis- 
cuss the company’s summer and fall merchan- 
dising plans. The meetings are being conducted 
by Mr. Collins and Marvin Greenwood, gen- 
eral sales manager. The branch managers pres- 
ent included G. J. Dinges, Atlanta, Ga.; W. E. 
Richardson, Boston, Mass.; J. I. Harvey, Chi- 
cago, Ill.; J. Z. Hollmann, Cleveland, Ohio; 
A. C. Williamson, New Orleans, La.; T. Pel- 
zel, Philadelphia, Pa.; E. A. Donk, St. Louis, 
Mo.;: F. D. Casey, Minneapolis, Minn.; L. J. 
Hackett, Los Angeles, Cal.; J. W. Clise, Se- 
attle, Wash.; and L. D. Burt, Denver, Colo. 





B & L Has Best Month for Loans 
Since 1930 


For the third month in a row the savings, 
building and loan associations in May moved 
into new high ground with their loan activity, 
the United States Savings and Loan League re- 
ports. They lent $114,542,000, which is a 6 
percent gain over April, the previous high 
month since 1930, and a 22.2 percent gain over 
May, 1939. 

More of the 


money, $36,956,000, than ever 
previously counted went for the construction 
of new homes, the League said. <A_ similar 


jump in the proportion of the loan volume 
going for home purchase is seen in the un- 


precedented disbursement of 36.7 percent of all 
loans to assist in buying existing properties. 

Repair and modernization loans were a 
third classification which in May topped all 
previous counts, while refinancing loans were 
the only ones of smaller volume in May than 
in the previous month. A. D. Theobald, as- 
sistant vice president of the League, points out 
that the decrease in this group is in keeping 
with the large recovery strides the institutions 
are making in financing new property ownership 
undertakings. 

Showing the greatly expanded savings and 
loan activity of the present time in comparison 
with four years ago, Mr. Theobald said that the 
volume of loans for home purchase alone in 
May, 1940, was approximately the same as the 
volume of loans for all purposes put together 
in January, 1936. 





Novel Redwood Booth at 
Golden Gate Has Eye Appeal 


SAN Francisco, CALiF., July 6—The mul- 
ti-billion dollar construction industry of the 
West will celebrate at the 1940 Golden Gate 
International Exposition with three days of 


varied activities Aug. 22, 23 and 24. 
plans are under the direction of a 


Initial 





General information booth of the Homes and Con- 

struction Industries Building of 1940 Golden Gate 

International Exposition. The booth is sponsored 
by the California Redwood Association 


committee headed by William Tait, chairman 
of the construction industries section of the San 
rancisco Chamber of Commerce. Headquar- 
ters for activities will be the Homes and Con- 
struction Industries Building, where there is 
now displayed one of the greatest home exhibits 
ever shown in the West. 

One of its outstanding features is the gen- 
eral information booth sponsored by the Cali- 
fornia Redwood Association. Of novel 
design, the booth is an eve appealing dis- 
play of all types of redwood lumber for home 
construction. The sides and top are 1x12-inch 
finished boards, the back wall is plywood, a 
series of sky-reaching uprights are 3x3-inch 
joined by TECO connectors. In checkerboard 
fashion on the back row of uprights, there are 
samples of the various types of redwood siding. 
A desk is constructed with log cabin siding. 


Eight Additional Defense 


Housing Projects Financed 


WasHinGton, D. CC. July 8.— Moving 
swiftly to carry out the mandate of Congress 
contained in the national defense housing 
amendment, Nathan Straus, administrator of 
the United States Housing Arthority, today 
ear-marked $13,500,000 in USHA funds for 
eight defense housing projects. At the same 
time, Administrator Straus announced _ the 
rescinding of $17,153,000 which had been ear- 
marked for three large projects in Philadel- 
phia, funds being withdrawn after the Phila- 
delphia City Council turned down approval, 
and immediate diversion into new earmark- 
ings as follows: For strictly defense housing 
projects: Beaver County, Penn., $2,100,000; 
Chester, Penn., $1,000,000; Erie, Penn., $900,- 
000; McKeesport, Penn., $1,100,000 ; Pittsburgh, 
Penn., $3,400,000; Newport, R. I., $1,000,000; 
Corpus Christi, Tex., $1,000,000; Portsmouth, 








Va., $3,000,000—Total, $13,500,000. For six 
slum clearance projects, $3,700,000. 
Demands for defense housing are coming 


from all parts of the country, but, with vir- 
tually all available funds previously com- 
mitted, only a very few of the applications can 
be granted until such time as Congress in- 
creases the USHA’s loan authorization, Mr. 
Straus pointed out. “Where defense housing 
projects are proposed by local housing authori- 
ties, out of earmarkings already made, no 
problem is involved,” said Mr. Straus; “little 
housing for workers engaged in the defense 


program can be built until additional funds 
are made available by Congress.” 
Three of the cities—Portsmouth, Newport 


and Corpus Christi--which received earmark- 
ings for defense projects plan primarily to re- 
house low-income families of Navy personnel, 
while the other five are centers of defense in- 
dustries. The other communities are all cen- 
ters of essential industries, particularly steel. 





Private Building Construction 
Made Large Gain in May 


WasuHincton, D. C., July 8—Employment 
in the private building construction industry 
increased 12.3 percent from April to May, ac- 
cording to reports from 13,378 contractors em- 
ploying 141,363 workers. Weekly payrolls 
were up by 18.5 percent. Compared with May, 
1939, employment was 4.2 percent higher, and 
payrolls 6.1 percent above those of the corre- 
sponding month of last year. The current em- 
ployment gain was substantially greater than 
the average May increase of the previous seven 
years (+8.7 percent). Although increases 
were general throughout the country, the largest 
gains were in New England, the East and West 
North Central States and the Mountain States. 
In the nine geographic divisions, the percent- 
ages of change over the month were as follows: 
Employment 
Percentage 
change from 
April, 1940 


Pay Roll 
Percentage 
change from 


Area April, 1940 


New England ...... + 20.8 +33.1 
Middle Atlantic .... +10.5 +15.7 
East North Central. +17.2 + 25.9 
West North Central +17.6 + 23.0 
South Atlantic ..... + 6.7 +11.7 
East South Central. +11.5 +21.4 
West South Central -+ 8.8 +12.5 
MEOUMEBIN 6n ce ccccves +16.7 + 23.1 
SOOM 6 herh6 sin. 9) ieee + 4.9 + 6.5 
General contractors expanded their forces 


13.5 percent, as compared with an 11.1 percent 
gain for the special trade contracting group. 


_ Increases were reported for all of the special 


trades reporting, with the largest gains in firms 
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engaged in painting and decorating and in plas- 
tering. 

The reports on which the figures are based 
do not cover construction projects financed by 
the Works Progress Administration, the Pub- 
lic Works Administration, and the Reconstruc- 
tion Finance Corp., or by regular appropriations 
of the Federal, State and local governments. 

Contractors on construction projects financed 
by the Public Works Administration in May 
placed orders for materials valued at $15,148,- 
000, and, on construction projects financed from 
regular Federal appropriations, the amount was 
$39,536,000. On Federal agency projects under 
the Works Projects Administration, orders 
were placed for materials valued at $774,000. 
Materials valued at $9,825,000 were ordered by 
contractors on low-rent projects of the United 
States Housing Authority. Payrolls on con- 
struction projects financed wholly or partially 
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from Federal funds and on roads financed from 
State funds, May, 1940, were: 

— Change from 
May, April, May, 
1940#% 1940 1939 








Financed by 
PWA* ...$9,642,000 —$276,000 —$13,113,000 
Financed by 
regular 
Federal 
appropria- 
tionst ...29,304,000 +2,328,000 
United 
States 
Housing 
Authority 4,750,000 
#Preliminary. 


+7,492,000 


+915,000 +3,731,000 
*Employment figures are maximum number 
for the months ending April 15 and May 15. 
+Employment figures, except for Federal- 
aid road projects, are maximum number for 


43 


the months ending April 15 and May 15. Em- 
ployment and pay rolls on Federal-aid_ roads 
for the calendar month ending May 31 are 
estimated. 





Chicagoland Building Permits 
Increase 50 Percent 


A 50 percent increase in new building in the 
Chicago suburban region embracing 81 commu- 
nities during June is the reason building mate- 
rial dealers in the area are happier. Permits 
issued in June for building of all types 
amounted to $4,873,983, making it the largest 
June volume since records were started in 1931. 
In June 1939, permits totaled $3,252,309. 

The report when broken down shows. that 
there was a climb of 57 percent in home build- 

(Continued on Page 51) 





Yard Builds Office; Adds 


to Number 


The Burton-Lingo Co.’s yard, of Cle- 
burne Tex., built an office two years ago 
as a sign and token of the changed 
character of lumber retailing. The build- 
ing is of modernistic architecture, noted 
for its good light and its adaptability for 
displaying goods. Like practically all 
Texas yards, it handles extensive sales 
of paint and wall paper. These items, 
and especially the second, bring women 
customers to the office; and while this 
journal believes men like handsome sur- 
roundings, as witnessed by the clubs they 
build for themselves in cities, the new 
retail lumber offices are usually a gesture 
of good will toward the ladies. 

The company has succeeded in using 
and showing a number of interior fin- 
ishes ; tile board on the front of the order 
desk, knotty pine at the rear, various 
other kinds and patterns of wall and ceil- 


HIGH STANDARD 
HOUSE PAINT 





A corner of the firm's paint department 
which contributes substantially to the an- 
nual volume of sales 


ot Patrons 


ing finish. The paint stock is extensive 
and impressive. 

Manager Lee Battle says the yard had 
the best spring business in several years. 
Cleburne is in an agricultural county, 
and the city is not especially notable for 





Various tileboards form the front of the 
office counter and at the same time adver- 
tise the material 


much house building. But quite a num- 
ber of new houses are going up; some- 
thing made possible by the FHA. That 


Typical of the trend 
today to streamline 
lumber yard offices is 
that of the Burton- 
Lingo Co. 








Lee Battle, manager of the Burton-Lingo 
Co. yard in Cleburne, Tex., poses at en- 
trance of wallpaper sales room 


agency is visibly raising the standards of 
building. One cash job with no loans 
involved for anything is following FHA 
standards; and these specifications are 
well above those formerly followed in the 
town. 

This county not so long ago, and per- 
haps yet, was the premier county in the 
United States for Jersey cows; a great 
dairying area. Cotton is still raised in 
quantity, but farming is widely diversi- 
fied. Because of this fact, country trade 
is usually the big item. 

















— Bane 
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Edgewater Beach Hotel 
Chicago, Il. 


Piling Up 
Fvidence 


A LONG, quarter-century list of Amer- 
ica’'s greatest hotels and finest apart- 
ment buildings—Sno-Wite equipped— 
gives abundant evidence that this pre- 
eminent line remains first choice of well 
informed architects, builders and 
owners. 


SNO-WITE accessories 
In The Small Home 


Infinitely greater is the list of modest 
homes so equipped; in modernization of 
old; in the finishing touches of new 
homes. Sno-Wite meets the universal 
demand for economy, durability and 
beauty; harmonizing with modern 
trends in decoration. 


WALL FIXTURES 


Made for various wall surfaces—Inset 
and Wall types. Of porcelain enamel, 
as easily cleaned as a.china plate. 
Will not stain, break, crack or chip. 
Items include Towel Bars, Racks, 
Shelves, Soap Dishes, Tumbler and 
Tooth Brush Holders, Paper Holders, 
Grab Bars, Robe Hooks, etc. 


WALL AND MEDICINE CABINETS 


Quality and beauty of design have 
brought wide recognition and demand 
for Sno-Wite cabinets. Made in a 
wide range of styles suited to varied 
needs. Mirrors are copper backed, non- 
electrolytic, guaranteed for five years 
against silver spoilage. 


SNO-WITE IN RESALE 
Sno-Wite Accessories sell readily at sight; 
carry an excellent profit for the dealer; at- 
tractively priced for re-sale. Write us for 
information. 


Hotel Fixture 





No. 400 
Soiled Towel Basket 


ADDRESS -- 


AMERICAN ENAMELED PRODUCTS CO. 


WAUKESHA, WIS. DEPT. 2 





Nenameh 





SNO-WITE 7 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


July 16—Appalachian Hardwood Manufacturers 
(Inc.), Hamilton County Country Club, Cincin- 
nati, Ohio. Summer business session, and golf 
tournament jointly with Cincinnati Lumber- 
men’s Golf Association. 


July 19-20—Philippine Mahogany Manufacturers’ 


Import Association, Inc., The Broadmoor, Colo- 
rado Springs, Colo. Annual. 

Aug. 13—Roofer Manufacturers’ Association, Ral- 
ston Hotel, Columbus, Ga. Monthly. 


Sept. 26-27—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 





Appalachian Summer Session to Be 
Followed by Golf, Other 
Diversions 


CINCINNATI, Onto, July 8—Plans for the 
summer meeting of the Appalachian Hardwood 
Manufacturers (Inc.), to be held Tuesday, 
July 16, at the Hamilton County Country Club, 
Cincinnati, have been carried to maturity by 
completion of arrangements for the golf tourna- 
ment in the afternoon. 

The schedule for the day provides for a fore- 
noon business session, followed by a compli- 
mentary luncheon, with the afternoon set aside 
for golf and other diversions. Guest speaker 
at the business session will be Stanley F. Horn. 

As was the case last year, the golf tourna- 
ment will be a two-in-one event. The Appa- 
lachian lumbermen will be joined by members 
of the Cincinnati Lumbermen’s Golf Associa- 
tion, who will stage their semi-monthly tourna- 
ment the same afternoon. The local golfers 
will make up foursomes with the visitors, each 
group competing for separate prizes. The golf 
tournament will carry four prizes. The events 
and the donors of prizes for each are as fol- 
lows: 

Low Gross, 18 Holes—Prize donated by 
Luther O. Griffith, president Appalachian Hard- 
wood Manufacturers (Inc.). 

Runner-up, 18 Holes—Prize donated by Jos. 
J. Linehan, president National Hardwood Lum- 
ber Association. 

Low Net, 18 Holes—Prize donated by J. C. 
West, J. C. West Lumber Service Corp. 

Runner-up, 18 Holes—Prize donated by E. M. 
3onner, secretary-treasurer Atlas Lumber Co. 





N.H.L.A. Rules Committee Studies 
Many Recommendations 


The members of the National Hardwood 
Lumber Association’s rules committee spent 
June 27 and 28 in careful study of proposals 
submitted for consideration. The meeting was 
held in the Chicago headquarters, and was at- 
tended by President J. J. Linehan, Cincinnati, 
in addition to the committeemen. 

A recommendation of the Northern Hem- 
lock & Hardwood Manufacturers Association 
and supported by many N.H.L.A. members 
would provide for a new type of cutting in the 
standard grade of firsts and seconds. The com- 
mittee approved this recommendation and will 
have in its report to the convention in Septem- 
ber a proposal to include a cutting to have a 
minimum size of four feet by six inches wide. 

A proposal from the Indiana Hardwood Lum- 
bermen’s Association to increase the percentage 
of short lengths admitted in firsts and seconds 
plain and quartered white oak to 35 percent of 
eight foot to eleven foot lengths did not receive 
the approval of the committee members. The 


present rule admitting 25 percent of these short 
lengths will stand unchanged. 

The committee will recommend at the con- 
vention a slight change in the system of meas- 
uring random width hardwoods in order to 
bring a uniformity with American lumber 
standards. A proposal to adopt grading stand- 
ards for hardwood logs was presented to the 
committee. 

A number of minor changes to clarify the 
standard grading rules for hardwood lumber 
were approved by the committee and will be 
in the by-laws to be published and distributed 
before convention. 





Ohio, Michigan Salesmen to Play 


Monroe, Micu., July 8—-The Michigan As- 
sociation of the Traveling Lumber & Sash & 
Door Salesmen and the comparable Ohio organ- 
ization known as the Union Association of 
Traveling Lumber Sash & Door Salesmen will 
join on July 19 at the Monroe Golf and Country 
Club for a day of relaxation. Golf and skeet 
shooting will be the principal entertainment. 
Dinner will be served in the evening at 7. 





Log Truckers Organize 


RENTON, WAsH., July 6.—Logging truck op- 
erators of this district have organized a local 
branch of the Washington State Truck Asso- 
ciation. The State organization, formed only 
recently, is designed to formulate rules and fix 
practices for logging truck operators. 





Chicago Lumbermen Plan Golf and 
Elect Officers 


The largest group ever to be on hand for 
the annual tournament of the Lumbermen’s 
Golf Association of Chicago played in the thir- 
ty-fourth meet on June 28 at ‘the Bob O’Link 
Golf Club in Highland Park, Ill. The day was 
spent on the links by the majority of the men, 
and the entire body met for dinner and enter- 
tainment in the evening. 

George Cisar of Maisey & Dion Lumber Co. 
won the AMERICAN LUMBERMAN trophy with a 
low gross card of 79. He has won the cham- 
pionship four times. James F. Vonesh took 
the championship this year. Winners of other 
cups were: Garrett Yonker, C. W. Happ, T. 
Zolla, J. E. Magnus, McEwen Ransom and L. 
Shields. Victors in the four flights were: G. F. 
Kruzic, Emerson Flynn, L. L. Somerville and 
O. H. Boyens. 

The following officers and directors were 
elected for the year: 

President—Henry S. Embree. 

Vice President—John FE. Moeling. 

Secretary-Treasurer—J. L. Strong. 

Directors—R. O. Butts, A. B. Claney, Jr., 
Joseph E. Magnus, William Ory and John H. 
Shook. 





Ontarians Enjoy Lake Cruise 


Toronto, Ont., July 9.—The southwestern 
district of the Ontario Retail Lumber Dealers’ 
Association, together with friends from other 
parts of Ontario, indulged in a delightful week- 
end cruise on Lake Huron, from June 28 to 
July 1, inclusive. The party numbered 30 peo- 
ple, including lumbermen and their families; 
some sailed from Windsor; others went aboard 
at Sarnia. Perfect weather favored the event. 
The party reached Sault Ste. Marie, Ontario, at 
about 11 a. m. on June 30. On the return trip 
the steamer reached Sarnia at 7 a. m. on July 
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1; there a number disembarked; others pro- 
ceeded to Windsor. At evening concerts, acro- 
hatic dancing performances by Miss Joyce 
Roushorne, daughter of Chairman C. R. Rous- 
horne of Windsor, were greatly enjoyed. 





Hardwood Wholesalers Go After 
Preparedness Orders 


The National Association of Hardwood 
Wholesalers has prepared a letter for distribu- 
tion among automobile, truck and trailer manu- 
facturers, boat builders, and airplane manufac- 
turers urging them to take advantage of the 
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service which members of the organization can 
give. It is planned to send the letter with at- 
tached names of the association members to a 
select list of 1,000. The text of the letter reads: 

“We are approaching a time when industry 
must co-operate to carry out a defense program 
that will be adequate to our needs. You may 
need material promptly to do this and if you 
know just where to put your finger on what 
you want in the way of lumber, much time and 
worry can be avoided. 

“The attached list of our membership will 
help you. Should those you contact be unable 
to take care of your needs, they can and will 
tell you who can. 

“Try any of them—all are dependable.” 


Cuts Quality Pine in Historic 
Land of Gold 


CAMINO, CAL., July 6—A new brochure, in- 
corporating serial sales promotional material 
appearing in AMERICAN LUMBERMAN during the 
past year over the company’s signature, is be- 
ing distributed by Michigan-California Lumber 
Co. 

Called “The El Dorado,” this booklet deals 
with the history and development of the lum- 
hering operations at Camino, El Dorado County, 
California, as well as with other matters of 





The above illustration reproduces the cover of 
"The El Dorado," booklet issued by the Michigan- 
California Lumber Company 


local historic interest. Swift Berry, manager at 
Camino, and his son Jack, who is also associated 
with the company, did considerable research in 
assembling and compiling the information which 
is presented. 

The foreword describes Camino as being a 
hamlet of some four hundred persons, located 
in El Dorado County, at an elevation of 3,100 
feet, and seven miles east of the county seat 
at Placerville, which was old Hangtown in the 
days of ’49. The country here is replete with 
historical interest and the authors have devel- 
oped their subject to its fullest extent, without 
however, neglecting the major task of present- 
ing the development of the lumbering operations 
of this region. 

Many of the present families in Camino have 
lived there since the operations of the old EI 
Dorado Lumber Co., and sons are now follow- 
ing in the footsteps of their fathers in produc- 
ing and shipping Camino Quality pine. Thus, 
this permanent and experienced organization is 
vell equipped to continue with the present 
standards of handling and shipping lumber. The 
company has a modern plant at Camino which 


among other things, includes a well equipped 
planing mill, dry lumber storage sheds, shipping 
docks under cover, and a well located drying 
yard with an adequate stock of lumber. Twenty 
miles north of Camino, and connected with the 
shipping point there by a narrow gauge railroad 
and a cable tramway across the canyon of the 
South Fork of the American River, is the vil- 
lage of Pino Grande, where the sawmill is lo- 
cated. This contains two band saws and a re- 
saw. Seven dry kilns are operated in connection 
with the sawmill. 

At a point fifteen miles north of Pino Grande 
is Logging Camp No. 14, situated in the midst 
of a stand of sugar and Ponderosa pine timber 
on the Silver Creek watershed. Executive di- 
rection of this operation is by President John 
W. Blodgett, Jr., of Grand Rapids, Mich., Vice 
President R. E. Danaher of Detroit, Mich. and 
Manager Swift Berry of Camino. Back of the 
entire operation stands a tract of California pine 
timber that is being logged in a manner to pro- 
vide future forest growth. 

Until 1839 when Captain John A. Sutter se- 
cured a land grant from the Mexican Governor 
and built his fort at the junction of the Ameri- 
can and Sacramento Rivers, little was done to 
develop this territory. In August, 1847, Sutter 
made a contract with James Wilson Marshall 
to erect a sawmill at Coloma, on the American 
River, and in doing this he did more than tap 
the pine timber of the El Dorado—he opened 
up California and the entire West. 

Marshall rushed down from the mill with a 
story of finding gold in the newly-dug mill race, 
and despite the precautions of the far-seeing 
Sutter, the news leaked out and gold-mad men 
began to pour into the State. Actually, the lit- 
tle mill at Coloma was completed and sawed 
lumber, but the gold rush brought the end of 
Sutter’s domain. Ensuing years developed char- 
acters and legends that are an integral part of 
the locality. ‘Snowshoe Thompson” who ac- 
complished the incredible in delivering mail, the 
Overland Pony Express, the Comstock Lode, 
and other events equally interesting are native 
to this region. 


After the Comstock traffic, a period of quiet 
settled over El Dorado County, and then, in 
1889 a syndicate organized the American River 
Land and Lumber Co. This was discontinued 
because of difficulty in the operation, but it was 
succeeded by the El Dorado Lumber Co., which 
suspended operations in 1907 because of finan- 
cial difficulties. Next came to Slab Creek an 
old-time lumberman from Michigan, searching 
for a tract of California Sugar pine. C. D. 
Danaher saw and purchased the Eldorado Lum- 
ber Co. and resumed operations in the spring of 
1912. In August, 1917, the Michigan-California 
Lumber Co. was organized by John W. Blodgett 
and J. E. Danaher, with R. E. Danaher as man- 
ager and James Danaher, Jr., as assistant man- 
ager. The company has operated continuously 
since that date. 
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“They hold like a 
fish hook.” Counter 
Display Card sells 
them. Original 


Grady Patent — best 
wedges obtainable. 
Made of steel— for 
can’t chip or break Axes 
—barb into wood Hammers 
’ Sledges 

and can’t loosen. 

° Hatchets 
Seven sizes. A very 


: and 
profitable item. Other Tools 


LANDON P. SMITH, INC. 


IRVINGTON, N. J. 


GLASS CUTTERS + GLAZIERS POINTS + GLASS PLIERS 
PUTTY KNIVES * WOOD SCRAPERS + PAINT CONDITIONERS 
FLOOR SANDING MACHINES + ELECTRIC FENCERS 

















At every 


“CORNER 
There’s Profit 
for You! 





Save valuable time on every Asbestos 
Siding job. Profit from using “KOKOMO 
KORNERS,” individual corner strips. Sim- 
plifies fitting at corners and along window 
and door frames, improves appearance, 
gives added protection. Made of oxidized 
zinc ... will not stain. Lengths suitable 
for any Asbestos Siding Shingle. For com- 
plete details write 


DOUBLE GRIP BRASS CLIP CO. 
211 S. Main Street Kokomo, Ind. 





@ The best 25¢ you'll ever spend. A col- 
lection of 25 Distinctive Small Home 
Designs to increase your 1940 Sales! 


SEND THIS COUPON WITH 25/ to—Dept. ms. 
Dierks Lumber & Coal Co., Dierks Bidg., Kansas City, Mo 
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CLUB NEWS 


Ad Stresses Good Lumber 


BALTIMORE, Mb., July 9.—‘‘You can still get 
good lumber,” is the comforting assurance con- 
tained in the latest advertisement put out by 
the Baltimore Lumber Exchange, the framing 
of which the president of the organization, F. 
Bowie Smith, is reputed to have had a hand. 
The card which appeared today, continues : 

“Modern machinery, drying facilities, storing, 
erading and handling, all produce as good lum- 
ber today as was ever produced. But you can- 
not get this kind of lumber if PRICE is all 
you are looking for.” 


Philadelphia Wholesalers Enjoy Golf 
at Summer Outing 


PHILADELPHIA, Pa., July 8—On June 27 the 
Philadelphia Wholesale Lumber Dealers’ Asso- 
ciation held its annual summer outing at the 
Aronimink Golf Club, Newtown Square, Pa. 
A number of the members took advantage of 
the golf course in the afternoon, and those re- 
maining in the clubhouse were absorbed in the 
news coming over the wire from the Republican 
Convention. At seven o’clock there was served 
an informal dinner, which was well attended. 











Hoo-Hoo Golfers Hold Meet 


MINNEAPOLIS, MINN., July 8.—Len Bjork- 
lund was winner of the annual golf tournament 
of the Twin Cities Hoo-Hoo Club, last week 
at the Superior Country Club. He was awarded 
the cup donated by the Winton Lumber Sales 
Co. to be held for one year, together with the 
Winton trophy, which becomes the permanent 
possession of the winner. A cup donated by the 
Union Redwood Co. for lowest gross score was 
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awarded to Walter Buckholtz. Al Lauren won 
the seconr place honors. John Woods won the 
bling bogey, with Wes Brown second. Awards 
were distributed at an evening dinner in the 
clubhouse. 





Lumbermen's Picnic Planned 


MINNEAPOLIS, Mtnn., July 8—W. C. Morley 
and F. H. Peschau, co-chairman of the commit- 
tee arranging the annual lumbermen’s picnic 
under the auspices of the Hoo-Hoo Club, an- 
nounce that the outing will be at the Minnesota 
Valley Country Club, Aug. 7. A sports sched- 
ule of golf, diamondball, and horseshoe pitching 
is being arranged. In the evening there will be 
a dinner at the country home of the Minneapolis 
\utomobile Club. 





Lumber Cut by Regions of 1,112 
Identical Mills: 1939 and 1938 


WasuHtncton, D. C., July 8.—The production 
of lumber by selected mills in the United States 
in 1939 increased 17.9 percent as compared with 
the production of the same group of mills in 
1938, according to a report released by Director 
William L. Austin, Bureau of the Census. The 
Forest Service co-operated in the collection of 
the data. This report was compiled from re- 
turns by 1,112 mills, which contributed 52 per- 
cent of the total cut of all mills reporting for 
1938. The cut of these mills—each of which 
sawed at least 2,000,000 feet, board measure, 
either in 1939 or in 1938—amounted to 13,272,- 
881,000 feet in 1939, as against 11,260,736,000 
feet in 1938. 

In order to enable the Bureau to present sta- 


‘tistics that will show, with the closest possible 


approach to accuracy the trend in lumber pro- 
duction, comparing 1939 with 1938—data have 
been included for 1,093 mills that were active 
in both years, for 13 that were in existence in 
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Front-Rank Frames of Finest Quality 
Carefully Built by Bradley-Miller 


For years and years these Bradley-Miller Frames have been 
making GOOD. Satisfying builders and home-owners. Win- 
ning new business for dealers. 
scientifically seasoned, manufactured by frame specialists on 
modern machines, they have every super-quality. 
do not warp, swell or split. 
Frames in same manufacture and grade as the Genuine White 
Write us today. 


Made of Genuine White Pine, 


Fit snugly, 
We also furnish Ponderosa Pine 
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NORTHERN BIRCH AND MAPLE 
We made a cut last winter of the finest Adirondack 
Birch and Hard Maple that we have made in years. 
Several million feet of this stock is now coming dry. 
While much of it is sold, we still have available sev- 
good assortment of thicknesses 
Your inquiries will have careful atten- 


CoTToN HANLON 


ODESSA , N-Y. 
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SPECIALISTS IN MANY KINDS OF LUMBER 


Northern Birch and Maple, Appalachian Hardwoods, 
Southern Pine, Hardwood Flooring, Mahogany, West- 
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Wholesalers for many good if 
Write us for our ILLUSTRATED REVIEW. 
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both years but operated only in 1939, and for 
6 that were in existence for both years but op- 
erated only in 1938. No data are included for 
mills that operated in 1938 but were reported 
as “out of business” (not merely idle) in 1939, 
nor for those that operated in 1939 but were 
not in existence in 1938. 

The following statement presents statistics 
by important regions for the 1,112 mills in 
question, for 1939 in comparison with 1938: 








Quantity 
Number (M ft., b. m.) 
of 

Region Mills 1939 1938 
New England States! 41 123,966 96,316 
Middle Atl. States?.. 12 53,690 46,885 
Lake States* -:...... 45 397,362 361,537 
Central States’! ..... 56 255,879 219,226 
Prairie States® oi 4 26,679 21,759 
South Atl. States"... 107 590,143 585,378 
Kast Gulf States?... 201 1,048,912 974,691 
Lower Miss. States*.. 310 2,607,709 2,376,144 
North Pacific States® 250 6,365,843 5,035,013 
South Pacific States” 33 909,216 760,548 
No. Rocky Mt. Sts." 41 710,659 599,119 
So. Rocky Mt. Sts." 12 182,823 184,120 
United States..... 1,112 138,272,881 11,260,736 
Connecticut, Maine, Massachusetts, New 


Hampshire, Rhode Island, and Vermont. 
“Delaware, District of Columbia, Maryland, 
New Jersey, New York, and Pennsylvania. 
*Michigan, Minnesota, and Wisconsin. 
‘Tllinois, Indiana, Kentucky, Missouri, 
Ohio, Tennessee, and West Virginia. 
‘Iowa, Kansas, Nebraska, North Dakota, 
and South Dakota. 
*‘North Carolina, South Carolina, and Vir- 


ginia. 
7Alabama, Florida, and Georgia. 
‘Arkansas, Louisiana, Mississippi, 
homa, and Texas. 
*Oregon and Washington. 
“California and Nevada. 
"Idaho and Montana. 
"Arizona, Colorado, New 
Wyoming. 


Okla- 


Mexico, Utah and 





West Coast June Facts 


SEATTLE, WaASH., July 11.—The market for 
West Coast lumber in June remained under 
siege from the uncertainties ‘that continue to 
surround general United States business, says 
the West Coast Lumbermen’s Association. 
While the decline of June orders from May 
was slight, volume of business has beer con- 
siderably less than was expected for this period 
of the year. The usual push of spring buying 
did not materialize for West Coast lumber. 
Reluctance to create inventory investment is 
general throughout lumber market centers. This 
condition rises from uncertainty generated by 
the war. 

West Coast lumber enjoyed good rail-market 
demand steadily through June, while the At- 
lantic Coast and California waterborne mar- 
kets were erratic. The winter lumber supply 
on the Atlantic Coast lasted longer than usual, 
because of prolonged snow and freezing and 
heavy spring rains holding back construction. 

Building permits have held up well. The 
outlook for farm building is only fair. In the 
week ending June 22 the all-commodity index 
of the Bureau of Labor Statistics dropped to 
the lowest level since September, 1939; the bu- 
reau attributes the drop to a sharp break in 
prices of farm products, particularly grains, 
livestock, poultry, fruits and vegetables. Re- 
ports from farm market areas for West Coast 
lumber indicate, however, that farmers will go 
ahead with a reasonable amount of building in 
the fall. 

A summary of June statistics follows: 


Weekly Averages for June (4 weeks) 
EE ern aE 141,447,000 
SINE ong W440 Ase 6 eH ee OR 145,730,000 
CN, Sacre iice kare bios 6a Se ne rae aitlens 132,705,000 

Eind of month— 

RIO. GONE 6c cciwns cob escmnem 382,960,000 
GOSS STOCKS 266. ccevcccvewensees 920,000,000 
“Cumulative Totals for 26 Weeks 
gy it rer 
POST eee rere ree 3,557,201,000 
ar ee rere eee 

Orders by markets— 
1? er rere rr 1,571,649,000 
BREN QMO 6k 6 cect ee swoones 1,264,277,000 
Re ree ore ree 214,999,000 
OO OO FE Oy Pee ee 427,049,000 
Production for June (4 weeks) was 71.8 
percent, and for 26 weeks was 68 percent, 


of the averages for 1926-1929, years of high- 
est production. 
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American Lumberman House Plan No. 25 














BILL OF MATERIAL 


CONCRETE AND BRICK WORK: 


15 yards concrete 

250 6-in. cement blocks 
675 8-in. cement blocks 
3000 common brick 

150 face brick, inside mantel 
30 hearth tile 

75 fire brick 

40 lin. ft. 8x12 flue liner 
| cleanout door 

| ash dump 

| thimble 

Mortar for above 


LUMBER: 


3 pes. 6x6—7 No. | posts 


28 pes. 2x10—12 No. | joists 
28 pes. 2x10—14 No. | joists 


2 pes. 2x6—-12 No. | plates 

5 pes. 2x6—14 No. | plates 

3 pes. 2x6—16 No. | plates 

6 pes. 2x8—1I4 beam 

90 pes. cut bridging 

940 ft. Ix6 No. 2 S4S 

2 pes. 2x10—14 No. | headers 

2 pes. 2x10—16 No. | headers 

12 pes. 2x6—-8 No. | studs 

225 pes. 2x4—8 No. | studs 

640 lin. ft. 2x4 No. | plates 

26 pes. 2x4—10 No. | gable studs 
1500 ft. 1x8 No. 2 shiplap 

5 rolls wpf. paper 

25 pes. 2x6—12 No. | ceiling joists 
25 pes. 2x6—14 No. | ceiling joists 
32 pes. 2x6—18 rafters 

900 ft. 1x4 No. 2 S4S 
*13 sas. 16-in. 5X wood shingles 
200 ft. f-in. clear finish 

120 tin. ft. 3-in. crown 

2 pes. 2x8—8 No. | porch box 


50 ft. 5¥¢-in. M&B ceiling 
1500 ft. Yox6 bevel siding 
5000 wood lath 

760 ft. 3x12 flooring 
150 ft. /4-in. plywood 
365 yards plaster 


MILLWORK, WINDOWS, DOORS: 


coal chute 

bsmt. window units 

outside door frame 3-0x6-8 
outside door frame 2-8x6-8 
single wd. frames 32x24, 2 It. 
single wd. frames 26x24, 2 It. 
single wd. frames 24x24, 2 It. 
single wd. frame 24x20, 2 It. 
single wd. frame 26x20, 2 It. 
twin wd. frame 20x14, 2 It. 
gable louvre frames 

wds. 32x24, 2 It. gla. 

wds. 26x24, 2 It. gla. 

wds. 24x24, 2 It. gla. 

wd. 24x20, 2 It. gla. 

wd. 26x20, 2 It. gla. 

wds. 20x14, 2 It. gla. 

door 2 0x6-8—134 detail 

door 2-8x6-8—134 detail 
doors 2-6x6-8—13,¢, 2 pan. 
door 2-4x6-8—13,, 2 pan. 
doors 2-0x6-8—13¢, 2 pan. 
inside door jambs, 5'/4-in. stops 
18 sides door trim 

1! sides window trim 

225 ft. 5Y2-in. base 

235 ft. shoe 

10 ft. ix!2 shelving 

pole 8-ft. 13¢-in. 

thresholds 

bsmt. stair and platform 
grade stair 

scuttle panel 

plumbing access panel 

linen case 


CON |—§$—oOe HK NRK KE NWNNHKH KH KHNWNH KK Oe 





BEDRM 


£0.4xH3 


UI 


jA“VING Room | BED Room 


2 


set kitchen cases 
medicine case 
towel door jamb and trim 
mantel shelf 
8-0 ft. by 8-in. round porch columns 
pediment board 
20 lin. ft. hook strip 


HARDWARE: 


500 Ibs. nails 

230 Ibs. sash weights 
3 hanks sash cord 

if sash locks 


Complete Blueprints, Specifications and List of Materials, $3.50 


4-6 x 10-9 


{1 sash lifts 

2 cylinder locks 

8 mortise locks IT 
3 pair 4x4 butts 

8 pair 32x32 butts 
Cabinet hardware 


SUBCONTRACTS: 


Painting 
Plumbing 
Heating 
Electrical 
Sheet Metal 
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Living Room 
1-3 2 17-3 
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BILL OF MATERIAL 


BRICK AND CONCRETE WORK: 
15 yards concrete 

1 cleanout door 

| 9-in. thimble 

616 common brick 

168 face brick 

840 8-in. concrete blocks 

90 6-in. concrete blocks 


ERRACE | 


ab ae 


22 lin. ft. 8x12 flue liner 
Mortar for above 
340 yards plaster 


LUMBER AND MILLWORK: 


3 pes. 6x6—7 No. | posts 
6 pes. 2x8—I6 No. | beams 
1 pe. 2x8—10 No. | plates 
2 pes. 2x8—12 No. | plates 
2 pes. 2x8—14 No. | plates 


Complete Blueprints, Specifications 





2 pes. 2x8—I6 No. | plates 
| pe. 2x8—18 No. | plates 
52 pes. 2x8—12 No. | joists 

112 pes. cut bridging 

900 ft. ix6 No.2 D&M 

680 lin. ft. 2x4 No. | plates 

250 pes. 2x4—8 No. | studs 

1380 ft. 1x8 No. 2 S4S sheathing 
50 pes. 2x6—12 No. | ceiling joists 
30 pes. 2x6—16 No. | rafters 

6 12-ft. No. 1 rafters 

700 ft. 1x4 No. 2 S4S roof 

10 squares 16-in. 5X wood shingles 
1200 ft. 34x8 bev. siding, clear 

4 rolls waterproof paper 

700 ft. ¥¢x1¥2 flooring 

5 pes. 4-0x8-0 4-in. 3-ply 

150 ft. t-in. clear finish 

175 lin. ft. 1x2 finish 

75 lin, ft. %4-in. quarter round 

4 pes. 2x10—10 No. I, stairs 

I pe. 1xt0—12 clear finish, stairs 

i pe. 1x8—6 clear finish, stairs 
4800 wood lath 


WINDOWS AND DOORS: 


5 cellar sash frames 10x12, 3 Its. 

5 cellar sash, 10x12, 3 Its. gla. 

1 outside door frame 3-0x6-8, detail 
| outside door frame 2-6x6-8 

1 triple window frame 20x24, 2 Its. 

2 twin window frames 24x24, 2 Its. 

i twin window frame 24x20, 2 Its. 

2 single window frames 26x24, 2 Its. 
2 single window frames 26x20, 2 Its. 
i single sash frame 10x12, 6 Its. 

3 windows 20x24, 2 Its. top 6 Its. gla. 
4 windows 24x24, 2 Its. top 6 Its. gla. 
2 windows 24x20, 2 Its. top 6 Its. gla. 
2 windows 26x24, 2 Its. top 6 Its. gla. 
2 windows 26x20, 2 Its. top 6 Its. gla. 
i sash 10x12, 6 Its. gla. 

1 half circle sash frame 

1 half circle sash, detail 


and List of Materials, $3.50 











| outside door 3-0x6-8—134 detail 
! outside door 2-6x6-8—134, 3X pan. | It. 
4 doors 2-6x6-8—1%, 2 pan. 

2 doors 2-4x6-8—1 3%, 2 pan. 

2 doors 2-0x6-8—1 3, 2 pan. 

2 doors 1-8x6-8—1%, 2 pan. 

10 inside jambs 

22 sides door trim 

13 sides window trim 

250 lin. ft. 5Y2-in. base and shoe 
150 lin. ft. picture mold. 

35 lin. ft. hook strip 

36 lin. ft. 1x12 shelving 

10 lin. ft. pole 

2 thresholds 

| scuttle panel 

| medicine case and hardware 

| set kitchen cases 


HARDWARE: 


I coal chute 

450 pounds nails 

1 cylinder lock set 

{ mortise lock 3-T 

9 mortise locks 1-T 

1 mortise lock {-T bath 
3 pair 4x4 butts 

10 pair 32x32 butts 
13 sash locks 

13 sash lifts 

5 cellar sash sets 

2 pair 2'/2-in. butts 

2 transom catches 

it cabinet latches 

13 cabinet pulls 

11 friction catches 

250 pounds sash weights 
3 hanks sash cord 


Flashing 
SUBCONTRACTS: 
Painting, plumbing, heating, electrical 


wiring and sheet metal work 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WASHINGTON, D. C., July 8.—Following is the National Lumber Manufacturers’ 


Association’s 


report for two weeks ended June 29 and for twenty-six weeks ended that date, covering mills 
whose statistics for both 1940 and 1939 are available, — percentage comparisons with statistics 
of identical mills for the corresponding period of 1934 


Av. No. 

Mills 

TWO WEEKS: 

Total Softwoods .. 381 468,267,000 105 

Total Hardwoods.. 83 13,409,000 98 

Total Lumber 451 481,676,000 105 

Total Flooring .... 80 20,511,000 117 
TWENTY-SIX WEEKS 

Total Softwoods. 406 5,311,817,000 108 

Total Hardwoods... ; SS "320° 488,000 108 

"5,532,305,000 108 

241,499,000 119 


er 
Production cent 
Rpte. 1940 of 1939 


Per ' Per 

Shipments cent Orders cent 
1940 of 1939 1940 of 1939 

827,000 97 


449,402,000 99 5, 
7,126,000 86 
2,9 
Ts 


45 
16,129,000 86 1 
465,531,000 98 47 
23,051,000 121 1 


53,000 96 
746,000 109 


056,000 107 5,484,102,000 105 
"920, 000 98 225,916,000 101 
,976,000 106 5,710,018,000 105 
3939" 000 113 254,274,000 118 





RELATION OF UNFILLED ORDERS TO STOCKS 


Wasuinocton, D. C., July 8—Following is statement of seven groups of identical mills of un- 


filled orders and gross stock footage on June 29: 
No. of Mills 


Total Softwoods* 
Total Hardwoods* 7 


Unfilled Orders 

a "aie 1940 1939 

656,876,000 
51,754,000 


Gross Stocks 
40 193 


3,495,520,000 
46,120,000 359,730,000 


657,417,000 3,420,114,000 


301,641,000 





Total Lumber 


stocks, 


708,630,000 
*Of Northern mills, 9 reported on softwoods, 


703,537,000 3,721,755,000 3,855,250,000 
11 on hardwood unfilled orders; 12 mills on 





Western Pine Summary 


PortLAND, Ore., July 5.—The Western Pine 
Association reports as follows on operation 
of identical Inland Empire and California mills 
during the two weeks ended June 29: 

Report of an Average of 109 Mills: 
Total for 2 weeks ended 
June 29, 1940 July 1, 1939 

178,419,000 166,774,000 
Shipments 150,387,000 159,445,000 
Orders Received.. 161,593,000 161,401,000 

Report of 107 Identical Mills: 
June 29, 1940 July 1, 1939 
Unfilled orders... 242,779,000 194,337,000 
Gross stocks 1,530,860,000 1,553,426,000 
Report of 107 Identical Mills: 
c———Total for Year——_—_, 
1940 1939 
1,622,368,000 1,484,794,000 


1,752,708,000 1,6 661, 567,000 
1,785,831,000 1,642,119,000 


Production 


Production 
Shipments 
Orders 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Organs, La., July 10.—Following is 
a summary of reports from southern pine mills 
for two weeks ended July 6: 
Average weekly number of mills, 107; 
Units,? 89 
wo Weeks 


54,028,000 
47,038,000 


Ky 

Three-year average production*... 
Actual production 

Shipments 51,358,000 

Orders received 55,189,000 

Number of mills, 111; Units,+ 93 

On July 6, 1940 

Unfilled orders 64,224,000 

UMSOld StOCKS .... icc cccscccccsecy sth eOujseuu 

*Oct. 26, 1936, to Oct. 28, 1939. 


Unit is 304,000 feet of “3-year average” 
production. 





Roof Color Is Important Part of 
Architectural Scheme 


Roofs can be in 
“Green Tweed.” 
Shape influences house appearance and here 


Home owners facing the problem of giving 
old homes the illusion of newness, are resorting 
to color, states Howard Ketcham, color and 
design consultant, Barber Asphalt Corp. Dura- 
ble—but dull greys, browns, and buffs that once 
were popular colors for exteriors of most Amer- 
ican homes, are now being discarded for more 
stylish but equally durable colors. These, ap- 
propriately laid-out, are serving to bring out 
the best features of old houses and to camou- 
flage the less appealing features. 

For houses that look too high, colors will help 
to produce the desired optical correction. Ma- 
hogany (a rich new brown) or blue-black roof- 
ing will prove excellent in this connection. If 
your house is white, and more than half of the 
houses in America are white, a blue roof will 
serve to make it look whiter, through the opera- 
tion of the law of color called simultaneous con- 
trast. White eggs are packed in blue lined 
containers because blue helps to make the white 
eggs look even more inviting. 

Styling is probably the most important sin- 
gle factor to be considered when planning a 
color treatment for the exterior of your home. 
At present, the three most predominating styles 
of architecture, taken the country over are: 
Colonial, Cottage and English. And, of course, 
there are thousands of homes that include some 
of the features of two or more styles. 

Colonial homes, for the most part, can fol- 
low the traditional cool and inviting light greys, 
yellow or buffs for body; white for window 
frames, pillars, railings, grilles, etc., and green 


for shutters. “Red Tweed,” 


“Rustone” or 


color-styling plays a stellar role. A rambling 
Colonial can be “brought together” by using 
darker variations of the body or trim colors 
for the roof. 

The Cottage type of dwelling is essentially 
simple and low in construction. As a conse- 
quence, the roof may be comparatively light and 
gay in color so as to help carry the eye interest 
upward and giving the illusion of added height. 
For this type of house, “Blue” and “Green 
Tweed” are ideally suited. 

The typical English style of house is tall, 
with various roof lines. For simplicity, the 
roof calls for a dark colored shingle such as 
“Mahogany” to harmonize with the exposed 
timber work, thus leading the eye downward. 
Bright contrasting colors may be used to ad- 
vantage on the lower story (entrance door, 
window trim, terrace, porch, porch furniture, 
etc.). 

The walls of the upper story of an English 
house look well in reddish grey with the lower 
walls in a brown to harmonize with the roof 
color. A bright rust colored door and chim- 
ney will help complete the color ensemble. 

When styling a house with color, it is usually 
well to accent with color the more interesting 
architectural features, so as to focus the atten- 
tion on them and thus divert the eye from the 
less attractive points. 


MIAMI 


Bathroom Cabinets 
and Accessories 


Siyle and 
Profit Leaders 


You'll increase your business 
and profits with MIAMI .. . 
the style leader. MIAMI 
offers the most complete line 
—over 140 cabinet models— 
low cost housing types to De- 
luxe ensembles—three com- 
plete lines of accessories— 
Nationally advertised. Write 
Dept. AL. 


MIAMI CABINET DIVISION 


The Philip Carey Company 


MIDDLETOWN, OHIO 








ALLI 
i Dense Pine 


The Pine That Made 


Mississippi Famous 










The modern mills of the Sallis 
Lumber Company can supply you 
with this super-quality Mississippi 
Shortleaf at its best. Lumber of 
strength, firmness and durability, 
with soft, velvety texture, easy to 
work, easy to saw and nail, easy to 
handle, easy to sell.” We offer Yard 
and Shed Items, Eased-Edge Dimen- 
sion, Flooring, Ceiling, Siding, 
Finish, Mouldings, Casing, Base. 
Shed stock is kiln-dried. Air-dried 
items Lignasan-treated. Annual ca- 
pacity, 35 million feet. We solicit 
your inquiries and orders. Why 
not write us today? 




















1. GC. and G. M. & N. Railroads 








NDUSTRIA 





ELIZABETH, LOUISIANA 


Timbers, chemically treated to 
prevent stain. 
Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








SULLIVAN LUMBER CO. 
PORTLAND, OREGON 
TIMBERS F : a = Facrony 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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YELLOW HARDWOODS 
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Millwork Manufacturer Enlarges Factory; 
Prepares For Increased Demand 


A recent addition 75x100 ft. has been made 
to the streamlined facilities of the Geo. Sil- 
bernagel & Sons plant at Wausau, Wisconsin, 
to house the enlarged glazing department. The 
building illustrated here is built with McKeown 
trusses, has the new type Perfex Heaters and 
is completely equipped with an Arrow fire 
alarm and sprinkler system. With the addition 
of this new floor space, the glazing department 
of the Silbernagel Company has become the 
largest in the United States. 

The moving of the glazing room from the 
third floor to the new addition has made pos- 
sible the converting of the third floor for the 


Right: New addition and 

plant of Geo. Silbernagel 

& Sons, Wausau, Wis. 

Below: Newly designed 

flat feed door sticker in- 

stalled in enlarged glaz- 
ing department 


many various setups on other machines. 

The machine has a varied capacity, being 
able to produce a minimum width of bars one- 
half inch between glass; any standard stile or 
rail and a maximum bottom rail of eighteen and 
one-half inches. The machine has _ various 
regulated speeds, attaining as high as one hun- 
dred and fifty feet per minute. Hopper fed, 
it performs with a minimum of supervision. 


The two sticking heads can be operated with 
out the use of a frequency changer. The pri- 
mary reason for the developmént of this ma- 
chine is the solenoid feature which controls a 
jump-in-and-out attachment. 


This head _ re- 








manufacturing and assembling of package units 
such as ironing boards units, KD drawers and 
basement units, all of which are now carton 
packed for easier merchandising in carload or 
LCL quantities. 

Illustrated herewith is a newly designed flat- 
feed door sticker. This machine is the only 
only one of its kind, having just been com- 
pleted from designs worked out in cooperation 
with the Silbernagel ideas of streamlined high 
speed production. This machine, the product of 
the Wilkins Challoner Company of Oshkosh, 
Wisconsin, is capable of performing many spe- 
cial operations in one continuous passage 
through the machine, which formerly required 


moves all sticking from sash doors and is regu- 
lated by the dowel hole in the stile. 

The management at Silbernagel’s reports 
business activity on a satisfactory plane and 
they look for a rapid upturn with the approach 
of Fall, when with other manufacturers they 
believe ‘the government expansion program will 
be felt in requirements for new housing in 
armament centers. 

A program of continuous plant development, 
with machines especially designed to speed up 
their production, has been put into effect. Last 
year a revolutionary method of dipping was 
installed at the plant, attracting nationwide at- 
tention. 





Increase in Forest Products 
Loadings Predicted 


WasuHincton, D. C., July 8—Freight car 
loadings in the third quarter of 1940 are ex- 
pected to be about 9 percent above actual load- 
ing in the same quarter in 1939, 6,173,298 com- 
pared with 5,663,517 cars according to esti- 
mates compiled by the thirteen Shippers’ Ad- 
visory Boards. All boards, except the Pacific 
Northwest, Southwest and Trans-Missouri- 
Kansas, estimate increases. Actual loadings 
for the third quarter of 1939, estimated car- 


loadings for the third quarter of 1940, and 
the percentage of increase or decrease for the 
commodities of special interest to the building 
industries follow: 


Carload- 
ings Esti- 
Esti- mated 
Actual mated Percent 
Commodity 1939 1940 Increase 
Lumber and Forest 
Prog@ucts ...s. 439,982 459,310 4. 4 
Coal and Coke....1,665,548 1,801,744 8.2 
Gravel, Sand and 
PD. 6: <\eerwe «overs 358,476 382,568 6.7 
eee 171,420 181,073 5.6 
Brick and Clay 
Products. ...<.6.% 58,596 62,830 1.3 
Lime and Plaster. 39,270 43,080 9.7 
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(Continued from Page 43) 


ing in June over the same month in 1939. The 
figures for June show 596 house permits for 
construction valued at $3,717,860, contrasted to 
permits worth $2,350,541 issued for 380 resi- 
dences twelve months ago. 

Repairs, alterations, additions and moderniza- 
tion of homes—a backward branch of the 
building industry in the region—spurted for- 
ward to $436,088 in June compared to $380,864 
in June of 1939. 

The first six months of this year showed a 
total building volume of $23,647,829, while in 
the corresponding period of last year the 
amount was $17,093,301, a 38 percent rise. 
There have been permits for 2,540 homes this 
year, compared to 1,796 the first half of 1939. 
The average cost per dwelling continues to 
slowly decline, and stood at $6,445 up to July 
1 of the present year as against $6,538 in the 
same period last year. 

In Chicago, permits for $2,603,035 worth of 
construction were issued in June, a drop from 
June 1939. 





Nation's Rental Bill ls Same as 
Last Year's But "Real 
Income" Gains 


MINNEAPOLIS, MINN., July 8—Despite the 
war, Mr. and Mrs. American Public had a real 
income ten cents greater on the dollar June 1, 
1940, than on the same date a year earlier, ac- 
cording to a monthly study made public by 
Investors Syndicate. Their cash income was 
twelve cents more on the dollar than on June 
1, 1939, while their cash outgo was up only 
two cents. 

Whether the Publics resided in an apart- 
ment, cottage or mansion, their rent during 
May cost the same as it did a year ago, for 
shelter quotations have not changed this year 
to date, when compared with last year. 

“Real income” on June 1, 1940, of $1.10 was 
the same as on May 1, 1940, both being ten 
cents on the dollar larger than a year earlier. 
“Real income” of the Publics is not a mere 
subtraction of cash income from cash outgo, 
which would be an index of savings rather than 
“real income,” but an average relative figure 
of income and outgo designed to show how 
the cost of living affects the adjusted dollar 
income. The biggest increase in cash income is 
recorded in the return from investment funds, 
which, on June 1, 1940, was $1.20 against $1 on 
the same date last year. This item reflected 
generally better business conditions and there- 
fore higher profits than was the case a year 
ago. Other income, which includes cash re- 
turns from farm crops and animals, royalties, 
and businesses, on June 1, 1940, was $1.10 in 
contrast with $1 on the same 1939 date. The 
wage envelope, dated June 1, 1940, contained 
$1.14 compared with $1 on the same day in 
1939. The salary check June 1, 1940, was made 
out for $1.06, compared with $1 in the like 
month of the preceding year. 

This review statistically weighs each of the 
various types of dollars according to its pro- 
portionate importance to the whole national 
income; it was compiled for Investors Syndi- 
cate by Cambridge Associates (Inc.). 





SHORT-TERM FINANCING USED TO 
CUT SLUM CLEARANCE COSTS 


WasHIncton, D. C., July 8—The United 
States Housing Authority says that recent sales 
of 6-months-maturity loan notes of local hous- 
ing authorities will bring the total of private 
funds directly invested in slum clearance to 
about $257,000,000, or more than 32 percent of 
the current $770,000,000 USHA program. Local 
authorities will pay interest rates which are 
less than one-sixth of the 2%4 to 3% percent 
the USHA is required to charge for its loans; 
last offerings were sold at rates of 40/ to 55/100 
of one percent. It is calculated that interest 
savings reduce cost of projects by 2 percent. 


Americanfiumberman 


With part of the lower-interest funds obtained 
from these sales, the local housing authorities 
will repay to the USHA all moneys already 
advanced, and with the remainder, will meet 
costs of construction of USHA-aided projects 
during the next six months. 


DESERT-STUDY LABORATORY TRANS- 
FERRED TO FOREST SERVICE 


WasHINcTON, D. C., July 8.—The interna- 
tionally-known Desert Laboratory at Tucson, 
Ariz., has been turned over by the Carnegie 
Institution, of Washington, D. C., to the U. S. 
lorest Service. The Laboratory’s lands and 
other facilities will be used for the headquarters 
of the Southwestern Forest & Range Experi- 
ment Station, responsible for all research by 
the Forest Service in Arizona, New Mexico and 
the western third of Texas. 





5I 


New Sawmill Begins Operation 
in Texas 


KeLtys, Tex., July 9.—Operation of a new 
sawmill at Keltys was begun July 1 by the An- 
gelina County Lumber Co. This is a double- 
band, gang and lath mill, having an estimated 
capacity of 12,500 board feet per hour, and is 
to replace the old mill which was destroyed 
Dec. 9, 1939. The old mill was a band, circular 
and lath mill with a rated capacity of 11,000 
feet board measure hourly. According to D. W. 
Thompson, secretary-treasurer, the company 
has a timber supply that will last for many 
years as they are doing selective logging on a 
technical plan of forestry management. 





OFr THE TAXES paid by railroads, 77 percent 
go to State and local governments. 





‘THESE FEET belong to Sam, a well 
proportioned worker who piles lum- 
ber at our Bessmay mill. Proud he 
is, of his ability to drop a plank 
from shoulder height and stomp it 
into place before it bounces. Neat 
orderly piles, ready for the kilns are 
Sam's pride and joy. One of many 
about the mills, his pride of work- 
manship is typical of ‘the help’ at 
Kirby mills. 








Co-ordination of the well-regi- 
mented workmen results in better 
service and thereby helps solve one 
of your problems. If you want a car 
to roll on Tuesday, call Kirby. You 
can rest assured it will roll, not on 
Monday or Wednesday, but 
squarely on the right date. 


KIRBY LUMBER CORPORATION 
“A Wood for Every Purpose” 


HOUSTON, TEXAS 
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News from National Capital 


RAILROADS BUYING MANY NEW CARS 
AND REBUILDING OLD 


WasHincTon, D. C., July 8—J. J. Pelley, 
president of the Association of American Rail- 
roads, states that there are now in operation 
approximately 36,000 more serviceable freight 
cars than there were at the peak of business 
in October, 1939, and that by October 1 of this 
year there will be an increase of 148,000 ser- 
viceable freight cars over the October, 1939, 
figure. In October, 1939, the railroads han- 
dled a maximum of 860,000 loaded cars a week, 
with an average daily surplus of more than 
60,000 cars. On June 1, 1940, the railroads 
had 35,784 more serviceable freight cars than 
they had at the peak of business in October of 
1939, and had on order 15,039 new freight 
cars. In addition, they were ready to place 
orders for 3,425 more new freight cars, making 
a total of 18,464. This is approximately twice 
the number on order a year ago. All these 
new cars, together with 13,000 other cars which 
are to be rebuilt this summer, will be in opera- 
tion in advance of the usual fall increase in 
business. “In addition to new and rebuilt cars,” 
he says, “the repair program undertaken by 
the railroads will add not less than 80,674 serv- 
iceable cars to the supply available for meet- 
ing transportation demands this fall. Of the 
total number of freight cars which will be in 
service by October 1 of this year, approxi- 
mately 210,000 will be less than five years old.” 


NATIONAL CONFERENCE ON PLAN- 
NING MEETS IN SAN FRANCISCO 


The National Conference on Planning will 
be held July 8-11 in San Francisco. 

Dr. B. M. Woods, general chairman of the 
conference and dean of the University of Cali- 
fornia School of Engineering, announces that 
the keynote of the meeting will be “Using the 
Nation’s Resources.” This subject also is the 
theme of the banquet address by Frederic A. 
Delano, chairman of the National Resources 
Planning Board, Washington, D. C. 

Following an introductory address by Charles 
W. Eliot, director, National Resources Plan- 
ning Board, the opening discussion of the four- 
day session “Planning for the Use of Our Re- 
sources” will be presented by Regional Forester 
S. B. Show, California Region, U. S. Forest 
Service, and Prof. Samuel C. May, chairman 
of the California State Planning Board. 

Regional Forester Show said that his paper 
would deal with planning for protection and 
administration of the national forests and the 
close relationship between forests and com- 
munity welfare. ‘Approximately one-fifth of 
the total land area in California is included in 
national forests and contributes largely to the 
State’s economy,” Mr. Show stated. 

Other discussion topics are “Public Educa- 
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tion for Planning,” “County Planning,” ‘Mi- 
gration and Resettlement,’ ‘Highways and 
Transportation,” “Zoning,” ‘National Indus- 
trial Development,” “Central Business Dis- 
tricts,” “Architectural and Roadside Control,” 
“Use of °Tax-Abandoned Lands,” ‘Successful 
Housing” and “The Nature of Planning in a 
Democracy.” 


BUILDING TRADES WILL BENEFIT FROM 
DEATH OF CHAIN TAX PROPOSAL 


New York, July 8—Real estate leaders, 
chamber of commerce officials and property 
owners throughout the nation recently inter- 
preted a House subcommittee’s formal killing 
of the Patman anti-chain store tax bill as “an 
important victory for those who are trying to 
promote national unity” and a “green light 
for business property development which has 
been discouraged by the threat inherent in the 
punitive proposal.” 

Philip C. Hodill, president National Asso- 
ciation of Building Owners and Managers, said 
death of the bill should open up new avenues 
of real estate development.” This in turn, it 
was pointed out, would have an ultimate effect 
on the building trades and allied industries. 

Said Walter S. Schmidt, past president of 
the National Association of Real Estate Boards 
and also president of Realty Factors of America 
(Inc.), “Real estate owners are beneficiaries 
of the committee’s good judgment. The removal 
of this threat can not fail to have an imme- 
diate effect of restoring confidence to owners 
of business property—a million and a half of 
them over the nation.” This, he indicated, will 
eventually benefit the building trades. 


REVISED ASH HANDLE STANDARDS 
APPROVED 


WasHInGton, D. C., July 8—The current 
revision of Simplified Practice Recommendation 
R76, Ash Handles, identified as Simplified 
Practice Recommendation R76-40, has _ been 
accorded the required degree of acceptance by 
the industry, and is to become effective Aug. 1, 
according to the Division of Simplified Prac- 
tice, National Bureau of Standards, from which, 
until printed copies are available, mimeographed 
copies may be obtained without charge. 


VAST PROGRAM OUTLINED FOR 
DEFENSE HOUSING 


WasHINGTON, D. C., July 8—From authori- 
tative sources it is learned that the Government, 
in connection with the national defense activ- 
ity, is embarking on a building program that 
will far eclipse any Federally-sponsored con- 
struction drive ever attempted before in this 
country. Both WPA and USHA will function 
as the spearhead in this vast plan of erecting 
homes for defense workers, as well as barracks, 
airports, armories, garages, and other facilities 
that will be catalogued as defense facilities. It 
has been revealed that approximately 100,000 
men under WPA were employed on defense 
work during June, and, according to Works 
Progress Commissioner Harrington, five or six 
times this number will be employed by fall, 
while the defense accomplishments of WPA in 
the fiscal year which began July 1, should ap- 
proach the total of the five preceding years. 
The five-year WPA program, now to be du- 
plicated in one year, included the construction 
or improvement of 12,000 military and naval 
buildings, 500 landing fields and many other 
projects such as 222 new armories and 36 addi- 
tions, improvements to 356 others, and 1,084 
barracks, quarters and mess halls at military 
establishments, and improvements and additions 
to 6,298 other buildings. 





TO INVESTIGATE WHETHER DUTY 
CAN APPLY ON SHINGLES 


WasHineton, D. C., July 9—The Tariff 
Commission has instituted an investigation for 
the purpose of ascertaining the quantities of red 
cedar shingles shipped by producers in the 
United States, and the quantities of imported 
red cedar shingles entered for consumption or 
withdrawn from warehouse for consumption 
during the calendar years 1937, 1938, and 1939. 
This investigation was instituted pursuant to 
an act of Congress, approved by the President 
on July 1, 1940, entitled, “An Act to Provide 
for exercising the right with respect to red 
cedar shingles reserved in the trade agreement 
concluded Noy. 17, 1938, between the United 
States of America and Canada, and for other 
purposes.” (Public No. 698, 76th Congress.) 
This Act requires the Commission to report to 
the President if it finds that the quantity of 
imported red cedar shingles entered for con- 
sumption, or withdrawn from warehouse for 
consumption, during 1939, was in excess of 30 
percent of the combined total for such year of 
imports and domestic shipments. If the Presi- 
dent proclaims his approval of the report of the 
Commission, the Act requires the imposition of 
a duty of 25 cents per square on red cedar 
shingles entered or withdrawn from warehouse 
for consumption in excess of 30 percent of the 
annual average for the three years of 1937-39 
of the combined total of imports and domestic 
shipments. 

Since the law does not require a public hear- 
ing in this investigation, and no facts are now 
known to the Commission which would war- 
rant the holding of such hearing, no hearing is 
contemplated. However, if interested parties 
believe that there is information required by 
the Act which is not available to the Commis- 
sion, which they wish to submit to it, they 
may do so in writing not later than July 31. 


WOULD CONSERVE FORESTS BY 
IMPORTS OF SOUTH AMERICAN 
WOODS 


Wasuincton, D. C., July 8—Secretary of 
Agriculture Henry A. Wallace today issued 
the following statement: “The forests of the 
United States are making large contributions 
to national defense. But the Nation has not 
provided adequately for defense of the forests. 
From the forests come materials indispensable 
to defense—materials for gas masks, guns, ex- 
plosives, chemicals, airplanes, hangars, canton- 
ments, ship building, motor trucks, shipping 
crates and packages, and many other kinds of 
essential defense equipment. 

“Defense preparations create enormous de- 
mands for forest products — for lumber, ply- 
wood, naval stores, plastics, pulp and paper— 
and the pressure in an emergency is to over- 
cut the most accessible timber stands. In the 
World War, for example, we made heavy in- 
roads on the Sitka spruce stands of the North- 
west for airplane needs, cutting with wasteful 
and destructive speed. Spruce is again in de- 
mand for the manufacture of training planes. 
Large amounts of timber are being cut to meet 
this need, and cutting has already approached 
a rate of 500 million feet per year—practically 
as much as was cut in 1918, and nearly three 
times the average cut annually during the dec- 
ade 1928-37. The cut of spruce in the North- 
west for two decades has averaged ten times 
the rate at which this species is growing. Now 
the rate of cutting is going even higher. 

“The President has repeatedly emphasized the 
need for conservation in the use of land and 
forests at this time and in all times. It goes 
without saying that this will be done in the 
use of the national forests and other publicly- 
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owned lands under forestry management. It 
is even more important that conservation lum- 
bering be done on the privately-owned forests. 
Forests in private hands constitute three-fifths 
of all our remaining sawtimber. From these 
forests come 95 percent of all our timber 
products. The Joint Committee on Forestry of 
the Senate and the House of Representatives 
is considering a program for extension in pub- 
lic assistance and public control. Early this 
year I gave the Committee my recommenda- 
tions for a rounded program of aid and control. 
I then reported to the Committee my opinion 
that public regulation of cutting practices on 
privately-owned forest land is essential. Under 
conditions that seem to be impending, such 
regulation is more essential than ever. 

“As we provide for efficient and prudent man- 
agement of our forest resources during the 
period of defense production, we will be wise 
to take action simultaneously that will further 
new forest industries in the nations of the 
Western Hemisphere that lie to the southward. 
We need to broaden the basis for trade unity 
among the nations of the hemisphere, and to 
this end we need research that will establish 
efficient methods of maintaining and using not 
only our own timber but tropical forests whose 
products will supplement deficiencies in our 
own production for some essential uses.” 


SALES REACH NEAR RECORD 
BREAKING MARK 


Wasuincton, D. C., July 6—HOLC sales 
reached a total of more than 100,000 properties 
as the result of a near record-breaking mark 
of 4,720 sales in May, the Home Owners Loan 
Corp. reported today. 

With foreclosures still far below the rate of 
sales, there now are only 65,326 HOLC prop- 
erties on hand, a decrease of more than 25,000 
from the peak of last year and 3,209 in the last 
month alone, the report revealed. 

“The consistent demand for homes is proved 
by the increasing volume of sales,” said Charles 
A. Jones, general manager. 


WAGE-HOUR RULING CAUSES DELAY 
ON DEFENSE PROGRAM 


WasuHincton, D. C., July 8—What was 
termed the “arbitrary attitude’ of the Wage 
and Hour Division of the Department of Labor 
was held responsible by labor officials for a 
strike here this week that tied up more than 
$50,000,000 worth of Government and private 
construction. According to Government offi- 
cials, the situation brought to an abrupt termi- 
nation work on structures vitally necessary for 
the national defense program, and_ seriously 
hampered the efforts of those who frantically 
are trying to find adequate office space for de- 
fense workers. 

The trouble was precipitated when 250 men 
employed by the Smoot Sand & Gravel Corp. 
went on strike, immediately forcing the layoff 
of from 5,000 to 10,000 workers in the building 
crafts. 


Charges that the trouble was caused by the 
bureaucratic tactics of the Wage and Hour Di- 
vision were made by John O. Crawford, finan- 
cial secretary of the striking local union. He 
contended that the company and the union had 
agreed on terms, but that Wage-Hour officials 
ruled that employees on marine dredges are 
not seamen and, therefore, can not work more 
than 42 hours a week. This reduction of hours 
would result in drastic reduction of pay for 
most of the workers, it was stated by Craw- 
ford. 

The situation developed so seriously with re- 
spect to the national defense program that 
Federal Works Administrator Carmody asked 
the Department. of Justice to investigate. 


“Failure to deliver sand and gravel in the Dis- 
trict comes as a great shock to us,’ Carmody 
said. “At this moment contractors are work- 
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ing three shifts, seven days a week to expedite 
the completion of buildings that are absolutely 
necessary to house expanding national defense 
activities in Washington.” 

Among the vital projects affected by the fight 
between the union and the Wage-Hour Division 
are the Social Security, War Department and 
Railroad Retirement Buildings, all of which 
will be used as office space for the many new 
Government workers expected in Washington. 

Spokesmen for the Wage and Hour Division 
denied that any “arbitrary attitude” on their 
part had caused the trouble. “The Wage and 
Hour Division,” they stated, “did not restrict 
the Smoot company workers, or any other 
dredge workers, to a 42-hour week. The Divi- 
sion does specify that time and a half must be 
paid to all for all work performed in excess of 


” 


42 hours a week 


53 


MAY MORTGAGE FINANCING UP 19 
PERCENT OVER LAST YEAR'S 


Wasuincton, D. C., July 6—Urban home 
mortgage financing in the United States in 
May amounted to $372,471,000, a gain of 9 
per cent over April and 19 per cent better than 
in May, 1939, it was reported today by econo- 
mists of the Federal Home Loan Bank Board. 

By types of lenders the home mortgage fi- 
nancing was as follows: 


Type of Lender May, 1940 








Savings and loan associations... ...$123,485,000 
Insurance companies ............. 29,075,000 
Banks and trust companies........ 91,164,000 
Mutual savings BANKS. ....4...:060 04 15,394,000 
PNW RINENES. 5. toe asi oh at acer 58,372,000 
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Protect Your Profits with DOWICIDE 


Whenever sap stain and mold begin to show up in your 


stock, it is time to specify DOWICIDE-dipped lumber 
in future orders. Hundreds of mills now are in a position 


to supply you with 
PERMANENTLY BRIGHT 
STAIN FREE LUMBER 


which has been treated with DOWICIDE. There are 
sound. reasons why you should insist upon this time- 
proved anti-stain chemical. Its increased effectiveness 
in both stain and mold control, and its economy of 
application, have made it a logical choice of operators 
who pride themselves in furnishing their customers 


with thoroughly bright lumber. 


Ask your mill to supply DOWICIDE-dipped lumber .. . 
it costs no more, but it is worth more, as it prevents 


losses from degrades. 


DOWICIDE . . . Distributed and Serviced By 


A. D. CHAPMAN & CO., INC. 


CHICAGO, ILLINOIS 
NEW ORLEANS, LOUISIANA 


Chemicals for 
Wood Preservation 


Get the facts and 
know why DOWICIDE 
is dependable protec- 
tion. 
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WE DO NOT MAKE THE 
MOST OAK FLOORING 
BUT WE DO _" THE BEST 


\ 
CCATIFICO 
} 


CAREFULLY SELECTED LUMBER 
~-PROPERLY KILN DRIED-- 
-PRECISION MACHINED-- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W.R.WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 
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Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 


Try a car now at low prices. 


&SWWELLS 


LUMBER COMPANY 


MAN VYVRF AO TYRE R SS 
MENOMINEE MICHIGAN. 
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MANISTIQUE, MICHIGAN = 
GILLIES BROS. Ltd., 


Braeside, Ontario, Canada 
Manufacturers of 
(PINUS 


GENUINE WHITE PINE “'strosus 


for nearly 100 years. Capacity 30,000,000 ft. 
annually. Members N.W.L.D. Association. 
DRY STOCK—ROUGH OR DRESSED 


PROMPT SHIPMENT 


baa 











Ask Your Wholesaler 
for “ALGER” BRAND 
LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 
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Expert Craftsmen Use Quality Materials 
in Building Ladders 


Batu, N. Y., July 8.—leaturing a different 
type of ladder for different trades and purposes 
has been a policy of the W. W. Babcock Co., 
according to C. Van Gelder, sales manager. 
Realizing that many people who buy ladders do 
not purchase the correct type of ladder for the 
particular purpose for which it is intended, the 
3abcock company advocate that dealers carry 
full stocks so they can sell the proper ladder 





Inspection of a step ladder in the factory of the 
W. W. Babcock Co., Bath, N. Y. 


to customers. To aid the dealer, Babcock also 
has issued a folder that describes the different 
types of ladders that they manufacture, and the 
materials from which they are made. This 
includes many step ladders for special and gen- 
eral purposes, extension types, special spread 
and taper ladders, scaffold ladders, step stools, 
extension trestles, extension plank and painters’ 
staging. 

Expert craftsmen are used to build these 
ladders, and carefully selected air dried spruce, 
dried to the proper moisture content, is used in 
their construction. After the wood is properly 
dried, it is reinspected many times during the 
process of manufacture to check for unfit pieces. 
In one inspection process the sharp point of a 
knife is used to pick up the grain of the lum- 
ber and determine its direction and quality. 

The rung tenons are cut and dipped in hot 
linseed oil to add to the life of the rung. These 


HO maa Reamer 





Some of the many completed ladders carried in 
stock by Babcock Company 


tenons are cut with special knives that travel 
at 10,000 r.p.m. The knives, like many of the 
other special machines used in the manufacture 
of the ladders, work to very close tolerances— 
in this case 0.0001 of an inch. Another inter- 
esting operation is a machine that will rabbet 
right and left rails at the same time. This ma- 
chine can turn out rails for 4,000 step ladders 
in 8 hours. The majority of ladder machinery 
is special and most of it is hand built. 

Beside the expert: inspection which is given 
the lumber many times before assembly, all the 
assembly men are on a merit system and are paid 
for catching any error or defect that has slipped 
by other inspectors. Many of the men in the 
various departments have been making ladders 
over a continuous period of twenty-five and 
thirty years, and during this time have acquired 
considerable skill in making ladders. 

One of the pictures shows a partial view of 
second growth hickory rungs. Several carloads 
of these and hand split and hand shaved rungs 
are carried in stock. Ten to fifteen carloads of 
all types of ladders are kept ready for ship- 
ment at all times. Large stocks are carried so 
that it is possible to select one piece or a mil- 





Partial view of stock showing second growth hickory 
rungs 


lion feet, dried to the proper moisture content, 
to manufacture these ladders. 

All ladder hardware is hand forged and 
electro-galvanized in Babcock’s own shops. They 
also have a construction feature which applies 
mainly to extension ladders and single ladders 
which consists of tying all four corners of ex- 
tension and single ladders with cadmium plated 
steel rung braces. This is to add rigidity and 
long life to the ladder. 


Night Crew to Make Up for 
Spruce Output of Burned Mill 


HoouiAmM, WasH., July 6 —The Polson 
Lumber & Shingle Co., of this city, this week 
added a night crew of 160 men to its Mill “B” 
operations to make up part of the production 
lost in the recent burning of the company’s 
Mill “A.” Manager E. C. Kaune also an- 
nounced that C. R. Terril, Portland, Ore., mill 
man, has been appointed superintendent of Mill 
“B.” Mr. Kaune said that the plant will alter- 
nately cut spruce and fir. Mill “A” cut spruce 
exclusively. 











i <i ai ccna Ome 








ren 
the 

aid 
ed 

the 
lers 
and 
red 


r of 
ads 
ngs 
; of 
hip- 
| so 
mil- 





rickory 


yntent, 


d and 
They 
applies 
adders 
of ex- 
plated 
ty and 


) for 
Mill 


Polson 
s week 
ill “B” 
duction 
mpany’s 
Iso an- 
re., mill 
of Mill 
ll alter- 
t spruce 








July 13, 1940 


Oregon to Have New Douglas 
Fir Plywood Plant 


BurFao, N. Y., July 6.—Announcement was 
made to-day that Oregon Plywood Corpora- 
tion has been incorporated for $250,000 for the 
purpose of constructing a modern plywood plant 
at Sweet Home, Ore. 

The new corporation has acquired a site of 
approximately thirty-five acres, including a log 
pond capable of storing five million feet of logs 
and exclusive water rights insuring adequate 
water supply at all times for storage and other 
purposes. 

Officers of the Corporation include Franklin 
A. Hofheins, president, Robert F. Hofheins, 
treasurer and Earl W. Lesher, secretary. 

In commenting on the organization of the 
new company Franklin A. Hofheins made the 
following remarks: “Consumption of fir ply- 
wood has grown to a point which has for the 
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past year taxed the capacity of existing mills, 
resulting in slow deliveries and difficulty in se- 
curing many plywood specialty items badly 
needed in the construction industry and indus- 
trials trade. Oregon Plywood Corp. expects to 
have its new plant in production early this Fall 
and will be in position to meet a demand for, 
not only the conventional grades of fir plywood, 
but for several specialties including lumber core 
plywood. The plant is being equipped to turn 
out these products on a quantity production 
basis. It is planned to install a fifteen opening 
hot-plate press, which will produce the standard 
grades and also plywood made with waterproof 
adhesives. 

The plant will have an annual capacity of 
approximately 50,000,000 ft. and will be one of 
the most modern and finest equipped plywood 
plants on the Pacific Coast. 

The offices of the president and treasurer are 
at 28 Church Street, Buffalo, N. Y. and of the 
secretary at Sweet Home, Oregon. 


Celebrates One Hundredth Year of 
Successful Saw-making 


PHILADELPHIA, Pa., July 8.—Henry Disston 
& Sons, Inc., pioneer saw manufacturer in the 
United States, this year is observing the one 
hundredth anniversary of the founding of the 
company—“One Hundred Disston Years” in 
which the management of the business has re- 
mained in the hands of the same family. 

S. Horace Disston, president of the firm, 
dedicated a memorial gate at the Disston Ath- 
letic Field before an assemblage of more than 
1,000 employees and friends of the company on 
May 24, the date of the founding. Sealed into 
one of the gate pillars was a stainless steel box 
containing six hand saws in models from that 
of 1874 to the latest design; a dozen hack saw 
blades and a dozen files; a circular saw and a 
pruning saw; a groover and inside cutters and 
assorted Disston literature. William L. Dis- 
ston, Jr., assisted in the dedication by sawing 
open the gate. 

Proof of the soundness of the view that a 
man may work as long as his ability and skill 


Luke Fraser, 83 year old resident of Talladega, 
Ala., traveled to Philadelphia on May 24 to be 
present for ceremonies of Henry Disston and Sons, 
Inc., on the occasion of the one hundredth anni- 
versary of the founding of the company. For 
many years, Mr. Fraser was a salesman of Disston 
products in the South. He is being welcomed by 
S. Horace Disston, left, president, and Jacob 


Disston, Jr., right, vice president 





are unimpaired may be seen in the fact that 
six Disston employees have worked for the com- 
pany for 60 years and 49 for 50 years. In all, 


Here is William L. Disston, Jr., the first of the 

fourth generation of the Henry Disston family, 

sawing open the beam across the wrought iron 

memorial gate at the Disston Athletic Field on 

May 24 at exercises dedicating the gate to the 
founder of the business 


25 per cent of the Disston employees have 
worked for the company for 20 years or more. 
There are seven three generation family groups 
at work in the plant, consisting of grandfather, 
father and grandson. In addition, Disston 
maintains a pension plan for employees who 
wish to retire or those who are no longer able 
to continue. 

In still another phase of the observance of 
its one hundredth anniversary, the Disston 
company is bringing up to date its certificates 
in the 25 Year Club. Retailers who have sold 
Disston saws for 25 years or more are eligible. 
This club has more than 1,000 members. S. 
Horace Disston, always interested in the re- 
tailer and his customer, as well as employee 
relationships, has personally written the mem- 
bers of the club. 
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Fine New-Growth Trees Under Selective Cutting by 
Southwest Lumber Mills Inc., McNary, Arizona 


UTHWE 
LUMBER 


MILLS INC 
PINE 

















High “Altitude 
Soft-Textured 





A HUNDRED MILLION FEET OF LUMBER is 
the combined yearly capacity of our two mod- 
ern mills—one at Flagstaff, Arizona, one at 
McNary. These mills have modern precision 
machines, 20 up-to-date kilns and every other 
new-day facility for quality lumber produc- 
tion in big volume. Here’s lumber cut from 
choice big-bodied timber, with the softness, 
close grain and fine texture characteristic of 
slow growth and high altitude. 


Call on us for all building items—Dimension, 
Siding, Interior Trim, “Apache Brand” Mould- 
ings, Ceiling, Casing. Base, Lath, Selects, 
Common. 


Our Eased-Edge Dimension is Double-End- 
Trimmed. Properly seasoned, accurately 
manufactured, it KEEPS its size and shape. 
Mixed Cars. Write and tell us about your 
needs. 


Southwest Lumber Mills Inc. 


McNary, Arizona 


Mills at Flagstaff and 
McNary, Arizona 


DISTRICT SALES OFFICES 
PHOENIX, ARIZ.— © "OM Rei resentative 


CHICAGO — © Scot" S20. sts tes 


NEW YORK - * ince, Vanderbit 36497 
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The lumber that stands 
the strains and 
lasts through the years 


Tell your customer he can be 
SURE of good dependable con- 
struction by using sturdy Long 
Leaf Pine for foundations and 
framing. It’s good for building 
business, too. Brings the cus- 
tomer back for more. We can 
promptly meet your Long Leaf 
needs. 


Wier Long Leaf Lumber Co. 
HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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Mixed Cars Dimension 
and Boards 
SHED STOCK AND FINISH 


QUICK SHIPMENTS A SPECIALTY 
SATISFACTION SINCE 1897 
Quality Lumber Shipped Efficiently! 















































A. DEWEESE LUMBER CO. 


PHILADELPHIA, MISSISSIPPI 








FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 
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Natural Color Film Shows 
Uses of Plywood 


A new, natural color film which is to show 
how lumber dealers are getting new resin 
pressed exterior plywood business has been re- 
leased by the M And M Wood Working Co. of 
Portland, Ore. 

The film, which traces the manufacture of 
plywood from the forest through the plant, has 
some very outstanding color pictures. In addi- 
tion to the technical phase of plywood manu- 
facture, many uses are shown, some of which 
are not as yet common throughout the country. 

Some uses of Resnprest Plywood which are 
shown include quick freezing plants, cold stor- 
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ders promptly with lumber seasoned to desired 
uniform moisture content. A modern lumber 
sorter has also been installed. 

Nuttle Lumber & Coal Co. is under the man- 
agement of Fred B. Nuttle, Frank E. R. Nuttle, 
and Elias W. Nuttle. A. P. Atkinson is sales 
manager and Z. Harry Duffy is superintendent 
in charge of the kiln. 





Manufacturer Opens New 


Office and Warehouse 


Waynesporo, Pa., July 9.—Announcement is 
made by the Frick Company, of Waynesboro, 
Penna., that a branch of its Farm Machinery 





The Resnprest Department of the M And M Wood Working Company, Portland, Ore., showing two 


hot plate presses which make Resnprest Plywood for exterior purposes. 


Colored pictures of this press 


in operation as well as the other processes in the manufacture of plywood are shown in the new 
film just released by M And M Wood Working Co. | 


age lockers, homes, modernizing, and boats. 

The films are available for dealer showings 
through the jobbers of M And M Wood Work- 
ing Co. products or through their factory rep- 
resentatives, E. L. French, 15366 Glastonbury 
Road, Detroit, Michigan, Evans MacArthur 
Co., 2042 Grand Central Terminal, New York 
City, N. Y., Reed P. Morse, P. O. Box 48, 
Biloxi, Miss., and E. L. Hoffman, 6015 S. Cit- 
rus Ave., Los Angeles, Calif. - 





Eastern Lumber Company 
Remodels Equipment 


DENTON, Mpb., July 9—How one lumber com- 
pany realized the growing demand for uni- 
formly seasoned lumber is to be found in the 
story of Nuttle Lumber & Coal Co., Denton, 
Md. This organization recently converted its 
kiln to Moore Cross-Circulation System. Kiln 
building and metal equipment from the old kiln 
were utilized as much as possible to reduce the 
cost of modernization. 

The new Moore kiln will be operated charge 
method, and will dry the plant’s output of pine 
lumber. This company is now able to fill or- 


Large capacity loads of pine 

lumber ready for seasoning in 

kiln recently converted to 

Moore Cross-Circulation System 

at Nuttle Lumber & Coal Co., 
Denton, Md. 


Division has been opened at 410 West Walnut 
St., Goldsboro, N. C. J. B. Lamb has been 
appointed manager and is aided by a staff of 
assistants. 

The Frick Farm Machinery Line now in- 
cludes saw mills, edgers, trimmers, power units, 
boilers, engines and accessories. All this equip- 
ment is handled at the Goldsboro Branch. 





THE HOLC has spent or directed the spend- 
ing of $150,000,000 on improvements on Ameri- 
can homes in the past six years, strengthening 
neighborhood values. 
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Left: The toy pistol 
and the card of "am- 
munition" being used in 
the new Weyerhaeuser 
promotional campaign 


This is a piece of 
Genuine White Pine, 
America’s most famous 
lumber. To find how easily it cuts with 
or against the grain whittle out this toy 
gun, which shoots a 4-SQUARE message. 
; See directions on card. 


QUARE 
“PEACE GUN” 
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Lumber Manufacturer's Novel 
Promotion Attracts Boys 
and Fathers 


The “Peace” gun, a toy pistol designed by 
Weyerhaeuser Sales Co., St. Paul, Minn., to 
familiarize people with the workability and 
appearance of the company’s white pine, is a 
natural advertising medium to attract boys and 
fathers. In fact the boys will probably have a 
hard time keeping the gun away from the fa- 
thers. 

The pistol is outlined on a blank of pine and 
the boy (or father) may whittle or saw it out. 
The holes for the rubber band and the trigger 


guard have been bored before delivery. A rub- Chemic als for Control of 


sg ber band and a card of “ammunition” are fur- 
nished with the pine gun. The “ammunition” L d B l 
; may be cut out of the card in 64 small square yetus (pow er- post) cet es 


seals, each square carrying a 4-square adver- 














_— tisement on one side and a statement such as, : 
ess “Genuine White Pine Paints Well” on the Progress in chemical development, plus cooperation of 
ew other. ; zi 
Object of the toy gun is to attract customers lumber people, has made possible improvement in the 
and — to = — = anegl yard. hier control of Lyctus and other powder-post beetles. Although 
rut guns are sold to lumber dealers at a price o ; ‘ : 
oa $4.75 a hindred, but newspaper mats for local manufacturing and selling orthodichlorbenzene for this use 
of advertising are available free. The newspaper for several years, Monsanto has continued to investigate 
ad states that children must be accompanied bv e 
in- parents when calling for toy guns. Included new chemicals. 
its, in the dealer’s package of 100 guns are two cut As the result of four years experimentation, largely in 
Lip- out guns for local “target practice. 
the laboratory, Monsanto now offers Permasan (formerly 
called Monsanto Permatol “A”’) for beetle control. Permasan 
nd- . é ‘ 
is a mixture of pentachlorphenol in suitable solvent oils 
eri- 4 
ing Canada Forms Timber Control and is effective for killing “live worms” in infested wood 2 
Committees or for preventing new infestation of seasoned wood. 
Veer 5. ©. pie 65, 5. Sia Results of experimentation to date warrant prelimi- 
president B. C. Lumber & Shingle Manufac- : field cael F farth 
turers’ Association; C. Dewey Anderson, presi- nary recommendations and field applications. For further 
dent B. C. Loggers’ Association, and W. J. information inquire: MONSANTO CHEMICAL COMPANY, 
Van Dusen, president Western Lumber Manu- ‘ A 
facturers’ Association, have consented to act as St. Louis, U. S. A. 


a committee on general problems with H. R. 
MacMillan, timber controller for Canada. E. 

C. Manning, chief forester for British Columbia, M : ¢ 

who was appointed assistant to Mr. MacMillan O N S A N T O H E M I C A L S 
in connection with the airplane spruce situation. SERVING INDUSTRY...WHICH SERVES MANKIND 
will act as Mr. MacMillan’s assistant in all 
matters relating to the timber control, making 


headquarters in the Marine Building, Van- 
couver. Additional committees formed are: 











Export: C. H. Grinnell, general manager 
Seaboard Lumber Sales Co.; L. R. Scott. vice 
president H. R. MacMillan Export Co.; Harry 
B. Dollar, vice president and general man- 
ager Canadian Robert Dollar Co. 


Domestic problems: J. R. Murray, assistant 
manager Canadian Western Lumber Co.; C. J. 
Culter, president Hammond Cedar Co.: R. W. 
Stevenson, manager Canadian White Pine 
Co. 


Spruce problems: Fred B. Brown, secretary- 
treasurer B. & K. Logging Co.; Aird Fla- 
velle, president Thurston-Flavelle (Ltd.). 
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THE BUSINESS RECORD 








Business Changes 


GEORGIA Hawkinsville—lL H 
ceeded by Rush Lumber Co 

ILLINOIS. Keithsburg—Newell & Dodson suc- 
ceeded by Barnett & Dodson. 


Blount suc- 


INDIANA Wolcott Wolcott Mfg. Co. succeeded 
by Maray Mfg. Co 
KANSAS Arkansas City—Kantzer Lumber & 


Planing Mill succeeded by Kantzer Planing Mill. 
Dick Kantzer, proprietor. 

Coldwater Aitkin Lumber Co. sold to other local 
dealers 

Hutchinson—Teeter- Davis 
changed to Davis Lumber Co. 

MARYLAND Baltimore—James Lumber Co 
real estate, including office and mill, sold to Balti 
more Lumber Co. 

MICHIGAN. Manistique Stack Lumber Co. 
sold to Matt Strom and Herbert Grimes. Mr 
Strom has been manager of the. business for nine 
vears and Mr. Grimes has been engaged in the 
logging and lumber business for 30 years. 


Lumber Co, name 


NEBRASKA. Cairo—Community Lumber & Sup- 
ply Co. interests purchased by W. W. Gallup of 
Alda. Name changed to Cairo Lumber Co. IL. A. 
Laughlin will continue as local manager. 

OHIO. Toledo—Jennison-Wright Co. merged with 
Midland Creosoting Co. as the Jennison-Wright 
Corp., 2463 Broadway. 

OKLAHOMA South Coffeyville—H. H. Kubik 
Lumber Co. sold to Benson Bros. Lumber Co., Paw- 
huska, Okla. 

OREGON Disston—Disston Lumber Co, suc- 
ceeded by Chris. I. Petersen Lumber Co. 

Forest Grove—Hunger Bros. Lumber Co. suc- 
ceeded by, and mill leased to, Gales Peak Lum- 
ber Co. 

Vernonia Lindsay Lumber Co; name changed to 
Bennett Lumber Co. and moved to Springfield, Ore. 
Ben. R. Bennett, proprietor. 

SOUTH DAKOTA. Hosmer—Preszler & Stoecker 
succeeded by Preszler Lumber Co. 

TEXAS Denver City Hendrix & Patton Lum- 
ber Co. succeeded by Patton Lumber Co. Lloyd 
B. Patton, proprietor. 

Dimmitt Dougherty — Floydada—Plainview—J. 
Cc. Wooldridge Lumber Co., Ine., sold yards to 
Wooldridge Lumber Co. P. J. Wooldridge, pro- 
prietor. 

UTAH. Fairview—Jewel M. Peterson Lumber Co. 
succeeded by Fairview Lumber & Hardware Co. 
Silvin V. Peterson, proprietor. 


WASHINGTON. Anacortes—Northern Shingle Co. 
succeeded by Northern Cedar Shingle Co. 

Tacoma-——Buffelen Furniture Co. sold equipment 
and use of name to John & Westbrook Co. 

WISCONSIN. Birchwood, Campia, Radisson and 
Winter--Frank Carter Co. yards of foregoing places 
purchased by Lampert Yards (Ine.), with head- 
quarters at St. Paul. Minn. 

Fenwood—Gateway Lumber Co, 
McCrory Lumber Co. 

Glenhaven—Meuser Lumber Co. succeeded here 
by Glenhaven Lumber Co. 

Gordon—Fullerton Lumber Co. here succeeded by 
Benson Lumber Co. - 

Saxon—Saxon Supply & Lumber Co. succeeded 
by Erspamer Lumber Co. 


succeeded by 


Incorporations 


FLORIDA. Miami—Ace Woodwork Co.; wood- 
work; 50 shares; William Gottleib, T. Benni, G. B. 
Lee, directors. 

ILLINOIS. Chicago—Consumers Lumber Co., 100 
N. LaSalle St.; 50 shares at $100 a _ share. In- 
corporators: George A. Gurow, Harold W. Schwartz, 
Gertrude Goldstein; lumber and milling. 

INDIANA. Jasper—Brosmer-Seng Lumber Co., 
Inc.; to operate a _ retail lumber business; 250 
shares at $100 a share; incorporators: William C. 
Seng, William Brosmer and John Brosmer. 

NEBRASKA. Cedar Rapids—Community Lum- 
ber & Coal Co., Ine.; to retail lumber, building 
materials, coal, fuel; $25,000; incorporators: R. A. 
Murray, C. W. Secord, Ida May Hollingworth, Vic- 
tor Friend. 

TEXAS. Marshall—Moore Bros. Lumber Co.; 
manufacturing: $75,000; incorporators: Gilbert J. 
Moore, Kathleen Moore, Lon Norsworthy. 

WISCONSIN. 
$230,000. 

Wisconsin Rapids—Nason Lumber & Millwork 
Co.; $25,000. 


Soperton 





Soperton Lumber Co.; 


New Mills and Equipment 


ARKANSAS. Mena—Three States Lumber Com- 
pany’s new plant is reported nearly ready for 
planing mill operations. 

Searcy—J. R. Kelley Stave Co. plant began 
operations June 26. 

CALIFORNIA. Lakeport—Box factory to make 
box shook being installed by W. T. Syth of Oak- 
land. 





THESE 
DEPENDABLE 
PRODUCERS CAN 


SUPPLY ALL 
YOUR NEEDS 





Strong and sturdy, beautiful, durable, dependable, this North Caro- 


lina Pine grows in popularity with every passing day. 


It is ideally 


suitable for all construction purposes, interior and exterior. The reli- 
able producers named below have modern mills and up-to-date 


machines for accurate manufacture. 


When you buy from these com- 


panies you can be sure of top quality and friendly, helpful service. 





BURRUSS LAND & LUMBER CO. 


Lynchbarg, Va. 
Kiln Dried, Grade Marked N. C. Pine. R. R. Material 
a specialty. Car Lining and Decking. Mills 
in Va. and N. C. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 


SPA Grade Marked Lumber 
Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 
and Framing Lumber. Kiln Dried and Air Dried. 


PROMPT SERVICE on STRAIGHT or MIXED CARS 
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Quincy—New sawmill being constructed by Rich- 
ard Barrington and S. Bridgewater. 


OREGON. Dufur—Dufur Lumber & Box Co. has 
begun sawing operations. 

Eugene—Construction on a new $750,000 plywood 
Plant has begun. 


UTAH. Ephriam—New plant in operation; R. 
D. Rasmussen, manager. 


Casualties 


ALABAMA. Selma—Bibb Lumber Co. suffered 
an estimated $15,000 loss when fire gutted the 
planer, moulding mills and warehouse. Partially 
covered by insurance. 

CALIFORNIA. Alturas—Alturas Moulding Com 
pany plant destroyed by fire. Estimated loss. 
$100,000. Machinery covered by insurance. 

Fresno—Willard Lumber Co. suffered $30,000 
worth of damage in a fire that destroyed the 
building. 


ILLINOIS. Belleville—J. B. Reis Lumber Com- 
pany yard destroyed and plant damaged. Loss 
estimated at 25,000. 


NORTH CAROLINA. Charlotte—Abernathy Lum- 
ber Co. suffered $8,000 damage from fire. 

Plymouth—Horton Lumber Co. planing mill, dry 
shed, boiler house and dry lumber destroyed by fire. 


OREGON. Hillsboro—Hillsboro Lumber Co. saw- 
mill destroyed by fire. Loss of $7,000. 

McKinley—David Levison mill destroyed by fire. 
Loss estimated at $25,000. 

Portland—Portland Lumber Co. suffered a loss 
of $5,000 when four stacks of drying lumber were 
destroyed by fire. 


WASHINGTON. Hoquiam—Polson Lumber & 
Shingle Co. mill “‘A’’ destroyed by fire. Estimated 
damage, $800,000. 

Seattle—Bolcom-Canal Lumber Co. plant de- 
stroyed by fire. Estimated damage, $100,000. 


New Ventures 


CALIFORNIA. Tulare-—Tulare Building Supply. 
lumber and building materials; W. Carey, pro- 
prietor. 


ILLINOIS. Macomb—Holstine & Black Lumber 
Co.; E. H. Holstein and Wm. O. Black, proprietors. 


KANSAS. Elkhart—Star Lumber Co. opens a 
new yard, moves building from Hardesty, Okla. 


MISSOURI. Mexico—Louisiana Lumber Co. has 
opened a branch yard. 


WISCONSIN. Milwaukee—Millwork Distributors 
(Ine.) has been organized for the sale and dis- 
tribution of millwork and building materials, at 
3628 West Pierce Street. 





Lumber and Log Exports, 
Imports 


WasHIncton, D. C., July 8.—Total exports 
of hardwood and softwood lumber (including 
boards, planks, scantlings, flooring, sawed tim- 
ber, hewn and sawn railroad ties, box shooks) 
and logs for the first five months of 1940 (Jan. 
1 to May 31) totaled 432,754,000 board feet, 
as compared with 494,348,000 feet for the first 
five months of 1939, a loss of 12 percent, ac- 
cording to figures just released by the Forest 
Products Division. Of the total 1940 amount, 
sawed material (including sawn railroad ties 
and box shooks) accounted for 378,683,000 
feet, as compared with 421,318,000 feet, a loss 
of 10 percent. On the same basis of compari- 
son, exports of logs and hewn timber (includ- 
ing hewn railroad ties) totaled 54,071,000 feet, 
as against 73,030,000 feet, a loss of 26 percent. 
In the following paragraphs, the amounts 
given cover 1940, with 1939 in parenthesis: 

Exports of sawn softwood (excluding rail- 
road ties and box shooks) totaled 296,952,000 
(290,644,000) feet; sawn hardwoods (includ- 
ing flooring, and excluding railroad ties and 
box shooks), 48,558,000 (110,968,000) feet. 
Softwood log exports totaled 33,449,000 
(52,237,000) feet; hardwood log’ exports, 
13,612,000 feet (11,944,000) feet. Hewn rail- 
road ties totaled 7,010,000 (8,849,000) feet; 
sawn, 7,982,000 (11,397,000) feet. Box shooks 
totaled 25,191,000 (8,309,000) feet. 

Total imports of hardwood and softwood 
logs and lumber (including cabinet woods, 
sawn railroad ties, box shooks and empty 
packing cases) totaled 336,304,000 (349,798,- 
000) feet, a loss of 4 percent. Of this amount, 
logs (hardwood and softwood) accounted for 
81,859,000 (85,391,000) feet; softwood lumber, 
213,311,000 (230,160,000) feet; hardwood lum- 
ber and sawed cabinet woods, 37,531,000 
(34,247,000) feet. 
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THE BETTER LIFE 


From Issue of Aug. 29, 1903 


He laid a cool six-hundred on a gentleman named Jim— 


And Mr. Jeffries simply didn’t do a thing to him. 
H1e paid his little wager like a loser who is game, 


But he couldn’t help but grumble just a little just the same ; 
“No matter whom I bet on, I am sure to get a pinch— 
For had I bet on Jeffries, Corbett would have had a cinch.” 


He bet upon a horse race, on a trotter nobly sired, 
That started like a whirlwind and at the 


finish tired. 


“The only thing I wonder at,” he said with mournful sound, 
“Is that any horse I bet on ever traveled clear around. 

If the man whe owns him knew I bet, I bet there’d be a fight, 
For I bet I am a hoodoo, a voodoo hoodoo right.” 


He tackled next a ball game and he bet Waddell would win, 
But Chicago tied on Reuben a cylinder of tin; 
And when the war was over and the final inning came 

Ile said, “I’m not a wise one, but I certainly am game, 

I wouldn’t want my friends to know I had a wad on Rubhe— 
They wouldn’t leave enough of me to wad a speaking tube.” 


He tussled with a yacht race and bet upon the yacht 

He thought would be the winner and it was the winner—not. 
They told him time allowance was what beat him in the end 
And he asked for time allowance in which to pay his friend. 

He said, “Ill pay in thirty days, for certainly I’m game”; 

And those who had made game of him agreed he was the same. 


’Twas then this youth got Johnny wise. 


He said, “I’ve bet a lot, 


I’ve bet on horses, yachts and pugs and know I'd better not.” 
And so he built a lumber shed with what he might have spent 
And bought some stock that paid him soon exactly nine percent. 
“I'd better better first myself, that will be better yet,” 

He said, “I'll bet no more but let some better bettor bet.” 


He owns a line of line yards now and here the moral is: 

There’s a better business much, you bet, than this same betting biz. 
You're seldom better if you bet though you a winner choose; 
You'll try to better what you bet—to other bettors lose. 

Dame Fortune once may smile on you but seldom twice you get her— 
The best of bettors find she loves some better bettor better. 
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The sawmill men of Geor- 
gia have prepared a classi- 
fication on grades of yellow 
pine lumber, especially 
adaptable to the western 
markets. Ordinarily a large 
proportion of the products 
of the State’s mills is 
shipped from its Atlantic 
and the Gulf ports to for- 
eign countries or the coast- 
wise trade, but the recent 
dullness in the trade in 
South America and the rel- 
ative falling off in the de- 
mand from the eastern 
coast, have induced the 
manufacturers to look more 
closely to their knitting in 
the West, and, as a result, 
their committee on trans- 
portation has prepared a 
classification on yellow pine 
flooring etc. which they hope 
will aid them. If the rail- 
reads give them reasonable 
rates of freight, by means 
of which to reach the large 
consumers of yellow pine in 
the western country, all will 





be well. The table of classi- 
fication was adopted at their 
convention of Savannah on 
Tuesday, June 28. 

* * co 


It is characteristic of the 
West for towns and cities 
to spring into full-fledged 
existence in the shortest 
possible period, but the 
South has shown her that 
she holds no monopoly in 
this respect, nor is the East 
entirely devoid of instances 
in point. For example, at 
Piscataguis Falls, Me., 
where three years ago was 
an unimproved and unoccu- 
pied dam on the river, a few 
houses and all the rest a 
wilderness, there are now 
three large sawmills and 
the erection of another one, 
which will be one of the 
largest in the world, will 
soon be begun. The com- 
pany has eighty men at 
work and the number will 
soon be increased to one 
hundred. 





A lumberman of Gilmer 
County, West Virginia, af- 
ter selling a black walnut 
log to New York parties, 
stripped the bark from it 
and covered an oak log with 
it very neatly. The job was 
so artistically done that no 
one but an expert could 
have told the difference, 
and he actually sold the log 
to a Cincinnati firm for $106 
and got away with the 
money. 

aa * * 


From the little village of 
New Portage in northern 
Ohio comes the news that 
the manufacture of lumber 
from straw is about to be 
prosecuted at that place up- 
on an extended scale. The 
plant is a large one and is 
said to have back of it the 
strawboard trust. The inten- 
tion is to erect at once an 
entire house out of the ma- 
terial produced and_ see 


whether it will stand the 
weather. 
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The Pioneers of 
Practical, Efficient 
Calking Loads 
Give You— 


PERFECT 
LOAD 


The Most Practical 
and Efficient 

; D Calking Load On 
; The Market 


LOAP —" 
To REMOVE 


Hands Never 
Touch Compound 


Easiest Load in 
the World to use. 


Solid Pack—No 
Air Pockets to 
Clog gun with 
dried out, Chunky 
Compound 


Special Air-proofed 
container, practically 
Vacuum packed 


Guns of 2” dia. 
barrel handle this 


new load 


All you have to do is, drop load into gun, 
slice off seal in top, replace cap. 








SLICE OFF 
SEAL IN TOP 














N\ (REPL Ace 








The perfect load for calking guns. No 


messy lids to remove. Only place calk- 


ing touches gun is the inside of nozzle. 
And each load packed with Genuine Nu- 


standard. 


Calk Calking Compound —the quality 


10°/, More Calking 





in each load— 


10 
Loads 
to Carton 


(Previously Packed 
8 Loads to Carton) 


MACKLANBURG- 


DUNCAN 


MANUFACTURERS 


co. 


OKLAHOMA CITY, OKLAHOMA 
Abb b bb hhh 
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PONDEROSA 


Pw (S| 


Send = 
your orders to 


Crater Lake 
Box & Lumber Co. 


Unsurpassed in quality 
and fine, soft, even tex- 
ture, this famous Pine 
from the Klamath region 
quickly wins the favor of 
the careful buyer. 


SELECTS and COMMON, 
$4S, PATTERNS or 
ROUGH, SHOP and BOX. 
Let us quote on your re- 
quirements or fill an 


order for you. Why not 
write us today? 
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CRATE 


SPRag 


A 
OREGON VER, 





THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 














SUGAR & WESTERN 
= PINE AGENCY 


#1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


bey i) oA i =a Pattern Lumber 


Selects and 


Shop 


PINE 


California Ponderosa Pine 
Mouldings and Cut Stock 


» Sugar Pine Specialists for 30 Years 


* 
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Here’s What's New 


New Catalog Describes Company's 
Line of Interior Trim 


A new catalog, describing its line of interior 
trim, has just been issued by Dierks Lumber 
& Coal Co., 1006 Grand Ave., Kansas City, Mo. 
This interior trim, known as “Trimpak,” is cut 
to length and packaged in dust proot and moist- 
ure proof cartons, the manufacturer states. Ad- 
vantages which the manufacturer list are that 
there is no waste trim, window and door parts 





are pre-cut and mitred, and time is saved in the 
yard and on the job. This trim is manufactured 
from Arkansas pine. The catalog shows how 
Trimpak is installed, illustrates the various 
styles, how to take off requirements from blue- 
prints and how to order. Requests for this 
catalog should be confined to territory east of 
the Rocky Mountains. 


New Rock Wool Blanket Offered to 
Dealers 


A new insulation product, Celotex Rock Wool 
Blanket, is now being introduced to lumber 
dealers throughout the Middle West and part 
of the South by The Celotex Corp. The blan- 
ket is designed to provide continuous insulation 
without heat-leaking joints. It is made 14% 
inches wide, to fit between wall studs, joists 
and rafters, and is furnished in rolls so that 
single pieces can be cut to extend the full 
length of the spaces being insulated. Nailing 
flanges along the edges overlap adjacent fram- 
ing members. The inner face of the blanket is 
a moisture-proofed membrane. The outer sur- 
face is covered with creped kraft paper which 
permits free breathing action toward the outer 
air. The rock wool fibres are also treated 
against moisture. The blanket is furnished in 
single, double and triple thicknesses. The sin- 
gle thickness comes in rolls 103 feet long, the 
double thick in rolls 62 feet long, and the triple 
thick in rolls 41 feet long. Celotex Rock Wool 
Blankets will be sold under the same dealer 
distribution policy as other Celotex products, it 
is announced. 


Catalog Supplement Is Issued to 
Show New Trims 


A new catalog supplement, to go with its 
1940 catalog, has just been issued by The B & 
T Floor Co., Columbus, Ohio. The supplement 
states that more than 90 new metal trims are 


shown for the first time on the pages in new 
types; designs and sizes. Sold under the trade- 
mark “Chromedge,” all of the trims illustrated, 
with the exception of door hardware, are shown 
in actual size. All trims come drilled for proper 
installation, it is said, and the prices quoted in- 
clude all necessary nails and screws. The stock 
length of all trims is 12 feet. The trims which 
are illustrated in this catalog supplement are: 
wainscot cap trims, wall panel trims, corner and 
cove trims, linoleum insert trims, nosings, chan- 
nel strips and edgings. In addition to prices, 
illustrations and descriptions of these items, 
there are also prices, illustrations and descrip- 
tions of door hardware: push bars and brack- 
ets, push plates and kick plates, and the com- 
pany’s line of linoleum rollers and linoleum 
knives. Copies of this new bulletin are avail- 
able and may be obtained from the company. 


Booklet in Magazine Form Tells 
Housing Story 


Designed in the form of a class magazine, a 
new book of facts for home owners and those 
about to build has just been published by Cer- 
tain-teed Products Corp., 100 East 42nd St., 
New York, N. Y., entitled “Certain-teed Ways 
to Make Your Home Stay Young.” The maga- 
zine cover of the book is a four-color repro- 
duction of the Dale Nichols painting ‘Look 
Homeward, America,” used previously in Cer- 
tain-teed advertising. Typical articles inside 
deal with problems of home construction un- 
der such titles as “Peter and Cynthia Harrison 
Look Homeward” and “Mrs. Smith Goes to 
Town.” The back of the book carries pictures 
and information in advertisement form of such 
Certain-teed products as shingles, siding, struc- 
tural insulation, wall board and gypsum items. 
The new books are to be distributed free to 
all home owners and prospective home owners 
requesting them. 


Cleanout Door for Low Cost 
Construction Is Announced 


To those interested in low cost home con- 
struction comes an announcement from the Ma- 
jestic Co. of Huntington, Ind., of a new, low 
cost cleanout door. This door, known as model 
No. 80, has a frame size of 10% by 10% inches 
with a door 8 by 8 inches. The door and frame 
are made of 14 gauge 5/64 inch steel with the 








frame die-pressed to provide strength, and a 
close fitting door. It has a positive locking 
latch and coil type hinges. For ease in instal- 
lation the frame is 2 inches deep and has a 
mortar lock to hold it securely in place. For 
facilitating replacement it has an open frame 
corner. The specifications point out that this 
door is strong, tight-fitting and durable, and 
yet is a light weight door that is priced very 
economically. It is finished in black rust re- 
sisting paint. 
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Folder Describes Uses and Functions 


of Wood Sheathing 


A folder describing applications of wood 
sheathing has been issued by West Coast Lum- 
bermen’s Association, 364 Stuart Building, Se- 
attle, Wash., it is announced. Titled “for Dis- 
tinguished Service,” the folder is attractively 
printed in two colors and states what the func- 
tions of wood sheathing are, the various ways 
in which it may be applied, reinforcing stud- 
ding, and there are several pictures of notable 
buildings where wood sheathing has been used. 
One interesting picture shows a house that was 
blown a mile in New England’s hurricane and 
remained intact. 


Revised Edition of Home Book 
Is Announced 


Completely revised in fresh and vivid colors, 
the 1940 edition of the Johns-Manville “Home 
Idea Book” is winning compliments from deal- 
ers over the country. Requests for the book 
from consumers reading Johns-Manville na- 
tional advertising are also increasing. The book 
has been designed as a sales help to building 
material dealers to stimulate the new home and 
home improvement market, and contains ideas 
for home construction and decoration. Instead 
of being an illustrated catalog of building ma- 
terials, the “Home Idea Book” is a presenta- 
tion of the services offered the public today by 
the building industry. 


New Glass Facing for Concrete 
Products Is Introduced 


Tamms Silica Co., 228 N. LaSalle St., Chi- 
cago, Illinois, is introducing a new product 
known as “Sparkle.” It is a glass facing ma- 
terial designed to give beauty to cement blocks, 
stucco and all concrete products. It is for 
use by manufacturers of bird baths, concrete 
benches, cement lawn furniture, etc. The price 
is low, it is stated, and the material is available 
in variegated and mixed colors. Stocks are 
carried for shipment in Chicago. 


Interior Board Uses in Public and 
Other Buildings 


The new Satincote interior board introduced 
by The Insulite Co., Minneapolis, Minn., re- 
cently is said to be easily washed, and scrubbing 
with soap and water does not injure, it is stated. 
This makes it practical for use in school rooms, 
dance halls, restaurants, hotels and other pub- 
lic places where walls and ceilings must be 
frequently cleaned. Satincote is available in 
four harmonizing pastel shades of buff, grey, 
green and coral, all fast colors. Its surface is 
so made that decorative paint finishes of any 
kind can be applied for different color treat- 
ment. The selected wood fibres used in its con- 
struction are interlaced so that millions of tiny 
air cells entrapped within it resist the pass- 
age of heat from inside to outside in winter 
and the reverse in summer. It also has sound 
deadening and light reflection qualities, it is 
stated. Satincote may be applied to existing 
walls as well as to studs and rafters, and may 
be purchased in the form of panel board, plank, 
or tile board. Many designs are possible, in- 
cluding squares and diamonds, and squares al- 
ternated with planks. Again, planks may be 
applied vertically or horizontally. Boards of 
different colors also may be used in any way 
desired. 





A TentTATIVE Fire DANGER METER for the 
Longleaf Slash Pine Type is an occasional 
paper by C. A. Bickford and David Bruce, of 
the Southern Forest Experiment Station, New 
Orleans, La. The “meter” furnishes mechanical 
means of estimating fire behavior as a guide to 
control, 
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(Continued from Page 37) 
tration to make Property Improvement and 
Modernization Loans. 

Any of these institutions will be glad to co- 
operate with dealers who refer them moderni- 
zation prospects. They will also be able to 
supply FHA literature and printed forms as 
well as information about the FHA plan. Lists 
of the qualified financial institutions in any lo- 
cality may be obtained through the FHA field 
offices or by writing direct to the Federal Hous- 
ing Administration at Washington. 

The applicant for the loan must have an ade- 
quite income and own the property or hold a 
lease that runs at least six months longer than 
the term of the loan. The charge for these 
loans cannot exceed a discount of $5.00 per $100 
face value of a one year monthly-payment note. 
The feature that appeals most strongly to the 
modernization prospect is the fact that the loan 
is repaid in equal monthly installments suited 
to his income. FHA’s average insured loan 
amounts to about $400. It seems plain that 
the dealers who have profited most in the past 
by these $400 jobs have stressed the fact that 
it only costs the prospect $12.78 a month. 

The cost of both labor and equipment can be 
covered by the loan. This may include repairs, 


_ remodeling, decorating, landscaping, and the in- 


stallation of new plumbing, heating, or wiring 
systems. 





Hymeneal 


WRIGHT-WE Ossie Jane White, 
daughter of Mr. and Mrs. Offie White of Di- 
boll, was married to Eugene Wright, at her 
home, June 27. Mr. Wright is employed by 
Temple-White Lumber Co., Diboll, Tex. 


SCHRAMM-OWENS — Miss Cecilia Owens, 
daughter of Charles A. Owens, was married 
to Frank Schramm, son of Mr. and Mrs. Her- 
man Schramm, in Edwardsville, Ill., June 27. 
Mr. Schramm is employed at the Illinois 
Lumber Co., Edwardsville. 


FOTHERGILL-HUGHES Miss Geraldine 
Hughes, daughter of Mrs. Nellie Hughes, was 
married to Charles Winfred Fothergill, son 
of Mr. and Mrs. Charles Fothergill, in Shelby- 
ville, Ky., June 29. The groom is an em- 
ployee of the Adkinson Lumber Co., Carroll- 
ton, Ky. 


SKEES- 
tine Richardson, daughter of Mr. and Mrs. 
Sam Richardson, Summit, was married to 
Louis Patrick Skees, son of Mr. and Mrs. 
P. W. Skees, Elizabethtown, Ky., on June 29, 
in Elizabethtown. The groom is an employee 
of the Peak Lumber Co., Elizabethtown. 


BARRON-LINTHICUM—Miss_ Catherine 
Keyser Linthicum was married to Frederick 
Minto Barron, in Baltimore, Md., June 12. 
Mr. Barron is a son of the Rev. Dr. Frederick 
H. Barron, and is an assistant to Richard P. 
Baer 2nd, whose father and uncle compose 
the hardwood producing and _ distributing 
firm of Richard P. Baer & Co., and the Maga- 
zine Hardwood. Co., and operate a saw mill 
at Bogalusa, La. 


SWANSTROM-WHITE—Miss Vivian Irene 
White, of Tacoma, was married to Joseph 
Swanstrom of the sales staff of the Reliance 
Lumber Company, Tacoma, Wash., on June 
22. Mr. Swanstrom is the son of Mr. and 
Mrs. Carl H. Swanstrom of Tacoma. Miss 
White is the daughter of Mrs. Ada White of 
Tacoma and C. W. White of Blaine, Wash. 
Following a motor trip to southern Oregon, 
Mr. and Mrs. Swanstrom will make their 
home in Tacoma. 


DAVIS-GILBERT—Miss Virginia Beaumont 
Gilbert, daughter of Mr. and Mrs. Wells Gil- 
bert of Portland, Ore., was married in that 
city, June 22, to Nelson Bennett Davis of 
Everett, Wash., elder son of Mr. and Mrs. 
Minot Davis of Tacoma, Wash. Mr. Minot 
Davis is in charge of logging operations of 
the Weyerhaeuser Timber Company, with 
which concern Nelson Bennett Davis also is 
associated. After a honeymoon trip to Cali- 
fornia, Mr. and Mrs. Davis will make their 
home in Everett. The bride, a member of the 
Portland Junior League, is a graduate of the 
Catlin School and of Smith College. Mr. 
Davis is a graduate of the Milton Academy 
for Boys in Massachusetts, Leland Stanford, 
Jr., University and Harvard University. 


DEUPREE-HARWOOD—June 29, in Christ 
Church, Harvard Square, Cambridge, Mass., 
Miss Mary Harwood, daughter of Mr. and 
Mrs. Herbert E. Harwood, was married to 
James Young Deupree of Cincinnati. The 
father of the bride is treasurer of the Blan- 
Poa Lumber Co. of Boston, New York and 
Seattle. 














6l 











“Vil Order it From 
Our Western 
Lumber Wholesaler” 


For ALL your needs in 
woods, depend on the 
Western 


Wholesaler. He 


Western Soft- 
right type of 
knows the 


needs of lumber buyers and users; knows 
the mills best equipped to furnish each 
supply at the time it's needed; knows 
where the stocks are and how to assemble 
them for mixed car business. 


Look to the Western Wholesaler for your 


requirements in 


DEROSA PINE, SUGAR 


FIR, CEDAR, PON- 


PINE, IDAHO 


WHITE PINE, HEMLOCK and SPRUCE. 


Below is a list of Western Wholesalers. 
Their organizations are right here on the 


firing line. 
production. 


Right here in 


the centers of 


Let them take care of your 


needs. Why not write them today? 





WALES LUMBER 


COMPANY 


Old National Bank Building 


SPOKANE, - - - 


WASHINGTON 














110 Market St., SAN FRANCISCO, C CALIF. 








DUNCAN LUMBER COMPANY, Inc. 


PACIFIC COAST FOREST PRODUCTS 


4432 Henry Bidg., SEATTLE, WASHINGTON 





Mauk Seattle Lumber Company 


Our Specialties: HOMESTEAD Brand ge 
2x4-8’ Fir Dimension, SEATTLE, W. 





Morrill & Sturgeon 
Lumber Co. 





Vhe Mark of Quality 


Yeon Bidg., Portland, Ore. 





CARL SODERBERG 


(Sawmill: B ag 
ucts 


LUMBER COMPANY P=™ville. Ore: 


Manufacturers and Wholesalers 


Spokane, 
Washington 
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San Francisco, Calif. 


LUMBER RECEIPTS—Lumber receipts at 
San Francisco from interior points during 
June totaled 9,110,000 feet, compared with 
9,760,000 feet in May, and 7,240,000 feet in 
June, 1939. Receipts at Oakland piers for 
May of this year totaled 18,243,340 feet, com- 
pared with 21,170,390 feet in April, and 
23,835,520 feet in May, last year. 





LUMBER CHARTERS—Due to war condi- 
tions, General Steamship Corp. has found it 
advisable to discontinue its monthly report 
on charter market. 


REDW OOD—Demand is reported fair, with 
continuing steady. Stocks at mills 
generally are in pretty good supply. Some 
increase in tank stock demand is noticeable, 
and mills can take care of ordinary demand 
for dry stocks. While there is no demand 
from Europe, some orders are still coming 
from Australia, and a certain amount of busi- 
ness is developing from South America. 


PINE—The demand for Ponderosa seems 
fairly steady, with prices none too stable. 
Mill stocks in general are about normal. Box 
lumber is not plentiful. Exports are prac- 
tically none existent. 


prices 


Tacoma, Wash. 


WEST COAST WOODS—Production of lum- 
ber continues at about the normal summer 
rates, and no unusual market activity is ap- 
parent, Plywood and veneer plants are oper- 
ating steadily. Shingle mills continue to 
find the market poor. Nearly a month of 
rainless days has made the forests through- 
out southwest Washington tinder dry, and 
numerous fires have resulted. Many logging 
operations have been suspended temporarily 
in consequence, but log supplies are ample 
for current demands. Local building is un- 
usually heavy. 


Spokane, Wash. 


INLAND EMPIRE PINES—A new discount 
ecard in June, with varying reductions on 
practically all items, clearly indicates a 
weakened market. Order files have been 
gradually dwindling. Principal demand is 
for mixed cars, on which immediate ship- 
ment is asked. Lack of rain has been quite 
general throughout this territory, with the 
result that the forests are tinder dry. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—Mills are 
not as eager to accept orders on the present 
price level, because they have received line 
yard orders for delivery over a period of 
time. Some railroad and car material busi- 
ness is coming in. Practically all mills not 
too far inland have participated in orders 
for clear flitches for the United Kingdom, 
and this business is improving the position 
of shed uppers. Prices are relatively un- 
changed but the whole tone of the market 
is better. A bad forest fire situation is likely 
to hold back production, and there is no 
great surplus of lumber. 


INTERCOASTAL—Buying is inactive and 
prices are easier. Small shippers find space 
harder to get. Eastern stocks are adequate, 
reports indicate. C.if. and f.a.s. prices are 
closer. 

CALIFORNIA—tThe market is weak. There 
are plenty of ships available, but this is an 
off season for lumber purchases. 


EXPORT—Japan and China are buying 
very little. West coast of South America is 
inquiring and purchasing a small volume, but 
the east coast is quiet. South Africa is get- 
ting pine lumber from Brazil instead of from 
California. United Kingdom is buying clears 
and merchantable. 


SHINGLES—A _ definite tendency to 
strengthen is evident, though only a 5 per- 
cent increase from low quotations has taken 
place. Stocks of No. 1 are lower, and total 
production has been curtailed about 10 per- 
cent, 

LOGS—Prices are unchanged. Fir brings 
$10.50-12, $16-18, and $21-24, with peelers 
$27-29 and $34. Shingle logs are cheaper 
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than for many months at $13, while cedar 
lumber logs brings $28. Hemlock No. 2 and 
3 is steady at $13. Inventories are probably 
being reduced due to low production; prac- 
tically no rain has fallen for over a month, 
and all woods operations may be ordered 
closed. 


Minneapolis, Minn. 


RETAIL—During May this year, 406 retail 
yards in the ninth Federal Reserve district 
sold 11,439,000 feet of lumber, compared with 
7,587,000 feet in April, and 10,949,000 feet in 
May, 1939. At 3885 yards, stocks May 31 to- 
taled 72,022,000 feet, as compared with 73,- 
248,000 feet April 30, and 70,370,000 May 31, 
1940. Sales of all materials at 406 yards 
totaled $1,557,790 last May, $1,180,140 last 
April, and $1,462,020 in May last year. 


NORTHERN PINE—Demand is holding at 
the fairly satisfactory level it has maintained 
for the past month, with retail yards the 
chief buyers. Mixed cars and speedy ship- 
ment still are the rule, and frequent replace- 
ments are necessary because of brisk trade 
in many sections. Newly manufactured stock 
is being marketed and mill assortments are 
becoming somewhat better rounded out. 
Stocks are much smaller than those of a year 
ago, but are being increased rapidly. Prices 
remain firm. 


NORTHERN WHITE CEDAR—Demand for 
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The buying of a 


framing into roofers. Re- 


mixed cars of stock widths of air dried D4S 
boards. Air dried roofers have been moving 
a little better, but are not really active; 
prices at Georgia Main Line mills have been 
maintained at $13@13.50 for 4-inch; $17 for 
6- and 8-inch; $16.50 for 10-inch; and $17.50 
for 12-inch. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—Sales in the 
last two weeks were a shade smaller than 
in the preceding period, production was a 
shade heavier, shipments were larger than 
sales and about in line with production, and 
prices were about steady. Retailers showed 
little disposition to augment stocks. Con- 
tracts already are being let for the construc- 
tion of encampments in the Southwest, and 
several railroads are in the market for 
sizable lots of lumber. 





The fruit canning 








Above: Ford V-8 logging truck operated by the W. T. Smith Lumber Co., Chapman, Ala., one of the 
pioneers in selective cutting. Lumbermen state that selective cutting guarantees a perpetual supply 


of good timber if generally adopted in the South. 


They foresee an annual crop that may exceed 


cotton in economic importance, which brings with it conservation of soil, steady employment, flood 


control, and preservation of game. In selective cutting, economic use is made of modern low priced 


trucks 





posts continues fair. Retailers are calling 
for almost all lengths. There has been an 
increased demand for posts for guard rail 
purposes. Rural power and telephone lines 
are buying an increased number of poles. 
Prices remain firm. 


MILLWORK—A steady, though slow, in- 
crease in consumption is reported, and esti- 
mate work also is increasing to some extent. 
Some of the Mississippi Valley mills are now 
running nearly at capacity. Prices are firm. 


Norfolk, Va. 


NORTH CAROLINA PINE—Demand has 
been very spotty. In the last half of June, 
trade was very light, but there has since 
been improvement. Almost all orders, even 
those from the Federal Government, are for 
immediate shipment. There has been a better 
demand for B&better pine, in mixed truck- 
loads and carloads, and prices are holding 
very firm. A tremendous amount of pine 
moved through this port to European coun- 
tries during June, and new orders have been 
developing very rapidly for framing and 
rough boards. 


Prices on this material are 
much higher than local retail yards will pay. 


industry has purchased much crating and is 
in the market for additional supplies. 


RETAIL—Dollar sales of 151 retail yards 
in the tenth Federal Reserve district in May 
were 10 percent larger than in April, but 3.5 
percent less than in May, 1939. Stocks of 
lumber decreased 2 percent from April, and 
were 5.3 percent below the 1939 level. The 
Department of Commerce reported that 672 
lumber and building material distributors in 
the Southwest showed May volume less than 
that of a year ago. The States that showed 
gains were Kansas, up 5 percent; Oklahoma, 
up 2.5 percent, and Missouri, up 6.3 percent. 
Volume in Iowa was off 4.7 percent; Nebraska, 
off 8.8 percent; Texas, off 4 percent, an« 
Arkansas, off 3.8 percent. 


SOUTHERN PINE—Manufacturers and dis- 
tributors report a satisfactory volume. Sur- 
plus items have been offered at concessions, 
but steady to higher quotations were listed 
on others. Certain dimension and flooring 
items are in good demand. 





WESTERN PINE—The mill backlog of or- 
ders for Ponderosa has been whittled down 
considerably. New business is not heavy. A 
good demand has been noted for low grade 








Market News from Am | ¢ 


Foreign demand for rough boards will relieve 
the market, as box makers have not been 
buying much of this item. 
lot of 2x6- and 2x8-inch for export is going 
to cut down considerably the supply of good 
air dried roofers from Carolina, for many 
mills rip this 
cently there has been a better demand for 
mixed cars of small dressed framing, all for 
quick shipment. The 18- and 20-foot lengths, 
dressed, are very hard to buy in any quan- 
tity. There has been a better demand for 
dressed and resawn box lumber, as well as 
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change. The reduction in No. 3 averages 
$1.50, with 1x6-inch S2 or 4S and center 


© rc] matched flooring the weakest items, shiplap 
a drug on the market, 2x4-inch and wider 
| dimension down to $10, and 1x4-inch flooring 


running $12 for 4-inch, $16 for 6- and 8-inch, 
and $17 for 10- and 12-inch. In No. 2, 1x6- 


. : : . a —. _— _ —_— inch and wider S4S sheathing is $18@19.50. 
stock for crating purposes. Prices are hold- Army cots. Stocks of iry gum an oa are No. 1 air dried boards, S4S, are $35@40. 
ing steady at recent levels. The few dis- reported to be — ge oe sap ig Bem csi B&better S48 6-inch and wider finish is $42, 
counts from list granted recently are still years, with production deci . y off bec — with C grade $5 lower. Rift flooring, 1x3- 
in effect. of extremely heavy rains. um prices inch, advanced to $55 for C, and $65 for 
, . up a little, and oak are about unchanged. B&bett 
HARDWOOD—Production and sales are wij are not crowding sales. better. 
about even. Demand is not as large as it , SHINGLES—Red cedars advanced 10 cents 





was a few months ago, nevertheless the a square, with demand strong and mills 


e a 
volume is satisfactory, due entirely to buying Birmingham, Ala. showing an inclination to make other mark- 
from furniture and flooring plants. 


ups. 
OAK FLOORING—Plants have been busy SOUTH ERN PINE production has been re- OAK FLOORING—Many manufacturers re- 
: . : sopsalre : duced 50 percent by rains in the last two  quyced No. 2 from $35 to $32 and it has been 
supplying yards in metropolitan areas, where . : ae NO. 2 ‘ ‘ : > 
ventinemdtie ia wewntt ‘aggenenee™ Geavenben weeks, but output of small timbers, rough moving actively. For other grades, there 
— wae oe en. ee — = F car decking, and other special cutting has are full order files and desirabl ates ‘tr 
of %3x24%-inch clear, select and No. 1 common : ; : are re es ant SITADIE Stor as 
ear =” - Sie been increased. Orders run heavily to mixed- short, so prices hold firm 
red oak are reported. Buying of No. 2 mixed : » § s t : 


‘ 5 car items. Prices have declined 50 cents to 
and short has been good. Other sizes of red $2, those of lowers showing the greatest (Continued from Page 70) 
have been moving slowly, also white oak. 
SHINGLES—The shingle market is in the 
doldrums. Prices are depressed, and some 
orders have been taken at current levels. 








| 
Memphis, Tenn. Prominent Indiana Furniture Manufacturer 


SOUTHERN HARDWOODS—Sales continue 
active, with the demand widely diversified, 
and the tone of the market is greatly im- R d 
proved. Sap gum is the dominant item, and 8 uces 
demand for it is so steady that prices have 
risen $1@2 during the last few weeks. Poplar, s 
too, is being widely bought. Large quantities Drying 
of flooring oak (red and white mixed) have 
heen sold. Production of oak flooring con- 
tinues at a high level. Prices of oak flooring C t d 
are becoming more firm. Rains over the pro- os S$ an 
ducing area have interfered with logging and 
retarded air drying, but there is not now 
any shortage of dry lumber. Overseas ship- Improves 
ments have begun to increase, and large 
amounts of poplar are moving to Gulf ports. 
Prevailing prices are on a basis of $51 for bd 
4/4 No. 1 common stock, ec.i.f. on a 45 cent Quality 
rate, the equivalent of about $29, mill, for 
mills having a 14 or 16 cent rate to shipside. - 
Poplar saps in 4/4 sell for $65.50, which is by rt g 
about $42 f.o.b. mill. England is still bidding conve in 
for ash, but at prices most lumbermen con- 


sider too low. old-type cross- 
Houston, Tex. 














a oor il 
Showing Huntinghurg Furniture Co., Huntingburg, Ind., old-type 
piling ki n to kiln after being converted to Moore Cross-Circulation System 
SOUTHERN PINE—Domestic demand has 


held its own with Government purchases so 
augmenting it that the market really shows 


some strength. Many items, such as 1x6-inch 

No. 2, 2x4-inch No. 2 and No. 3 shiplap are ra 
- scarce, with prices firm. British buying has 

let 


up; practically all orders for the British 























ly Government have been completed. Other ex- . ° " ‘ ae 
! a take ie el.” eats oats tan To reduce drying costs and improve Moore Cross-Cireulation Kilns are suc- 
r picked up considerably, with many roads the quality of seasoning, Huntingburg cessfully seasoning both hardwoods and 
~ having inquiries out; several want grain Furniture Co., Huntingburg, Ind., con- difficult softwoods—green from the saw 
ed doors, and car material is in rather strong . ° ° . T 
deena. verted their -old-style cross-piled kiln to —and have reduced the drying cost per 
SOUTHERN HARDWOODS—Demand con- Moore Cross-Circulation System. M feet. 
_— tinues active, with many items in low supply, ‘ 2 ‘ . 
; and prices are firming. Oak flooring is scarce, In the picture above, note the flat, You do not experiment when you in- 
_ particularly No. 2, which is strong, and most clear lumber which this  cross-piled stall the Moore Cross-Circulation System, 
mills are oversold on a good many items. . " : ¢ : 
: Moore Cross-CircuJation Kiln seasons to operating successfully in more than 1900 
rds SHINGLES AND LATH—Shingles continue a . a installations. Wri 1 
lay dull, with prices depressed. Pine lath stocks desired uniform moisture content. installations. ae eee 
3.9 are low and prices are strong. 
of 
— Shreveport, La oa MOORE DRY KILN COMPANY 
rhe p ' ° If you are interested in kiln drying oman = ~~ - 
672 : Largest Manufacturers ry ins and Veneer Dryers 
ne SOUTHERN PINE—The market is some- and would like to be placed on our 
oan what improved. Sales have been increasing mailing list, send us your name and JACKSONVILLE, FLORIDA 
red steadily, and prices have stiffened materially. : ; . * 
“oe Demand on the retail yards was slow in the the name of the firm with which you VANCOUVER, S.¢ 
sor late spring months, and a large number al- are connected. NORTH PORTLAND, ORE. 
in lowed their stocks to get too low. Now, 
porting with a good fall trade in prospect, calls for 
immediate shipments are somewhat greater 
than the mills can readily supply. Orders 
dis- come almost equally from the North, the 
Sur- South and the Southwest. The mill section 
ons, has never had a heavier rainy spell than this 
sted year, and logging has been extremely diffi- 
ring cult. Air drying has been out of the ques- 
tion, and even common items for rush orders Store 
: have to go to the kiln before dressing. TCT 
or- a ts penltecstns. E 
Pan SOUTHERN HARDWOODS—There is a CROSS-CIRCULATION Te INTERNAL FAN SYSTEM 
y OA fairly strong demand for beech, formerly ex- oy 





rade ported. for flooring and furniture, including , Biome 
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a hinge that they are all talking and 
asking about. It meets the present 
day demand for streamline design 
(a hinge that is out of sight—out of 


~~ (Oss 


f 
a ees 
INY ISIBLE HINGES 


Different—novel—practical—appealing. Be 
ready for our national advertising in 
House Beautiful, American Home, etc., 
etc. Millions in use for doors, folding 
partitions, casement windows, cupboard 
doors, furniture. etc. d—we cooperate 
and help you. Write today for our Re- 
sale Proposition. 


SOSS MANUFACTURING CO. 
657 E. First Avenue ROSELLE, N. J. 











Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











HOTEL BENSON 


PORTLAND 
OREGON’S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 

All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 
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Eastern Trade News 


[F. J. Caulkins | 


Boston, Mass., July 8—Though all facts, 
figures and comment point to an exceptional 
demand from the industrials through the latter 
half of the year, their current buying is dis- 
appointing and retail yards have not come into 
the market. The preparedness program out- 
lined by the industrial leaders at the confer- 
ence of the New England Council at Ports- 
mouth, N. H., a week ago, made it clear that 
the factories and textile mills of New England 
were to be pressed to the limit to produce 
equipment and supplies and were eager to ex- 
pand plant facilities as needed. From the 
yards in New England and Metropolitan New 
York there has come within a week a number 
of orders for Canadian spruce, one for 1,500,- 
000 feet for prompt shipment to a machinery 
plant for use chiefly for crating. Another New 
England industrial, that had placed an earlier 
order for 550,000 feet, has just duplicated that 
order, and another schedule booked as recently 
as Wednesday calls for 100,000 feet for use in 
crating emergency orders for military equip- 
ment. While this industrial demand is taking 
shape, the mills have taken steps to curtail pro- 
duction, while holding strictly to list prices 
that have prevailed since early spring, confi- 
dent that there will be a strong market through 
the rest of the year. 

At the office of Northeastern Timber Sal- 
vage Administration there was real disappoint- 
ment when on July 1 bids were to be opened 
for 500,000,000 feet of salvaged and Govern- 
ment-owned hurricane pine, and Director J. F. 
Campbell announced that none had been re- 
ceived either for the entire block or “for any 
portion down to 25,000,000 feet.” Director 
Campbell will, more than likely, call upon mar- 
keting experts in this particular line, both 
wholesalers and producers, to create a co-oper- 
ating group whose purpose it would be to con- 
centrate upon an effort to serve the best inter- 
ests of Government and the industry by getting 
this lumber into consumer channels as promptly 
as possible and upon a price basis to yield 
the best return to the Government. 

WEST COAST WOODS—Waterborne_ re- 
ceipts at Boston in June totaled 13,744,131 
feet, the highest monthly total since Sep- 
tember, 1937. The average in June in the 
previous ten years was 7,494,832 feet. For 
the half year the total is 54,509,902 feet, and 
compares With 50,423,213 feet average in that 
period in the previous ten years. Though ship 
space is still tight, and the usual Fourth 
shutdown of West Coast mills is running this 
year from ten to fifteen days, there is pres- 
sure to sell, and the price list covering all 
dimension and board items is definitely lower. 
Orders for mill shipment lots of dimension 
have been booked at a discount from page 
18 of the West Coast list as high as $10 for 
dock delivery at Boston but nearly if not 
quite all offices are back to the $9 discount. 
Spot stocks of unsold lots at the local ter- 

minals have increased, both in dimension 
sizes and in No. 2 and 3 boards. The range 
for No. 2 at the docks is $28@28.50, and for 
No. 3, $25.50@26. Most of the larger yards 
served through Boston have ample stocks of 
both dimension and boards, but are inclined 
to add to their holdings from current spot 
stocks at present low prices which, for 
dimension, are $3@4 below early May quo- 
tations. 

EASTERN SPRUCE—Business is spotty, 
with yard buying clearly below normal. In- 
dustrial buying, on the other hand, is ex- 
panding steadily. The price list is stable 
despite the usual holiday and midsummer 
drop in buying by yards. Several of the 
larger mills have shut down to avoid accu- 
mulations. The smaller scantling sizes, 2x3- 
to 5-inch, and 38x4- and 4x4-inch, are held 


at $35, delivered at Boston rate points, with 
the 2x10- and 12-inch at $42@43. There is 
a good demand for dry boards, with the 1x4- 
and 5-inch at $35@36; 6- and T-inch at $39; 
8- and 9-inch at $40, and the 10- and 12-inch 
at $43. For 2- and 3-inch bundled furring, 
the usual price is $32@33, but there are 
small-mill offerings at $1 and even $2 less. 


LATH AND SHINGLES—Most sales of 1%- 
inch spruce lath are at $3.50, and of the 
15g-inch at $4@4.15. There is an active de- 
mand for eastern white cedar shingles, and 
the supply, except in the top grade, is low. 
For extras the delivered price is $4.25@4.30 
per square, and for clears, uniformly $3.85. 
On 2nd clears and clear walls the market is 
strong at $2.90@3, and there have been free 
sales of extra No. 1 at close to $2.25. Price 
trends for West Coast red cedars are erratic, 
due to liberal offerings from British Columbia 
mills. Orders have been placed in fair vol- 
ume at $4.46@4.50 for No. 1 Perfections, and 
for the 16-inch 5X No. 1 at $4.02@4.10; No. 2, 
$3.46@3.50; No. 3, $2.82@2.90. 





PINE BOXBOARDS—Box shops are busy 
and transactions in inch round edge are at 
the high point of the year. Prices are quite 
steady, as stocks on the mill yards are not 
heavy. Prices f.o.b. the mill yards range 
from as low as $11 to as high as $16 for 
wider boards. Supply of square edge No.’s 
3 and 4 common is more than equal to de- 
mand, at $22@28 for the No. 4, and $30@34 
for various widths of 3’s. The many hundred 
million feet of Government owned “hurri- 
cane” pine are still intact. 


EASTERN HARDWOODS—Mills producing 
maple and birch are in a strong position by 
reason of a steadily expanding demand from 
woodworkers and furniture factories, while 
the short supply of logs cut last winter ap- 
proaches exhaustion. There is a strong call 
for maple in all thicknesses, with the 2-inch 
kiln dried very firm at $105. On 4/ and 5/4 
in either birch or maple the larger mills are 
holding uniformly at $90@95, though there 
are offerings of air dried by many smaller 
mills at $10@15 less. The wood heel shops 
will continue to focus attention upon the 
softwoods for use in wedge heels for another 
season. They are using some No. 1 and 2 
shop Ponderosa pine at around $59@61, some 
sugar pine at $65@68, and are testing both 
gum and basswood as substitutes for maple. 


_ Granville Fuller, of G. Fuller & Son Lumber 
Co., Brighton, Mass., has located his family for 
the summer in his new shore home at Hum- 
marock Beach, Scituate, built two years ago. 
He is treasurer of the Massachusetts Retail 
Lumber Dealers Association. Also’at Hum- 
marock Beach is George Tousey, head of Holt 
& Bugbee Co., Charlestown, who with his fam- 
ily moved down from his Melrose home. He 
will drive to his office daily through the sum- 
mer, after devoting several weeks in July to 
complete rest at the beach. Norman Mason, 
of North Chelmsford, has located his family 
at their new shore home in Harwich on the 
south shore of Cape Cod. He is a vice presi- 
dent of Northeastern Retail Lumbermen’s As- 
sociation. Farnham W. Smith, manager of the 
head office of Blanchard Lumber Co., Boston, 
and a vice president of National-American 
Wholesale Lumber Association, is occupying 
his cottage in Nonquitt on the west shore of 
Buzzards Bay, where he joins his family over 
the week ends. R. H. Winde, president of 
Henry J. Winde Co., Charlestown, Mass., is 
away on a transcontinental trip, and is com- 
bining business with pleasure. With a friend, 
he drove west to Seattle, and will return by 
rail or plane, reaching his office soon after the 
middle of the month. In his absence, J. K. 
McCormick, treasurer of the company, who 
for a number of years has attended the annual 
meeting of the Philippine Mahogany Manu- 
facturers Import Association, cancels his plan 
to attend the meeting listed for Colorado 
Springs on July 19 and 20. 
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NEW YORK, N. Y. 


The trend toward “project” construction of 
homes continues outstanding. The State FHA 
director shows that of the 9550 homes in proc- 
ess, 6250 are on Long Island and _ ap- 
proximately 2000 in Brooklyn, The Bronx and 
Staten Island. In the Albany area there are 
less than 500 under construction, and in and 
around Buffalo, about 800. Between 75 and 
80 percent of FHA business comes from the 
metropolitan area and, of this amount, fully 
60 percent from Brooklyn and upper Long 
Island. More large-scale home development 
projects in Nassau and Suffolk counties are now 
being carried forward than at any time in the 
past ten years, but there is very little private 
building of $10,000 to $25,000 homes in the 
more attractive residence communities. 

The movement of lumber from yards to 
jobs is moderate, and stocks on yards are 
fairly full. This is particularly true of West 
Coast fir and hemlock, which have arrived 
freely in the last four weeks in filling old 
and delayed orders. New business in the 
intercoastal offices is practically at a stand- 
still, due mainly to inability of the local 
offices to supply ship space for early loading. 
Wholesale offices are not pressing sales at 
today’s prices for dimension fir, which are 
$2.50 to $3 below early May quotations. At 
the moment, most offices are placing the dis- 
count at $9@9.50 from page 18 of mill list 
33, and insist that it will be lower rather 
than higher before orders now on the books 
can be delivered. There have been sales on 
dock at the $10 discount, but this quotation 
has apparently been withdrawn. Free ar- 
rival of unsold lots of boards has eased the 
price to dealers by fully a dollar to $27.50 
@28 for No. 2, and $25.50@26 for No. 3. Offices 
here are convinced that, following the mid- 
summer drop in activity, and as the pre- 
paredness program develops, there will be an 
urgent call for all the lumber the ships can 
land here through the rest of the year. Ship 
space continues tight but, as there is less 
urgency to charter, premium rates have eased 
sharply. One prominent intercoastal shipper 
added two ships to its fleet within the month, 
but only one will load an Atlantic cargo. 

The spruce offices have booked little busi- 
ness through June to date, though there has 
been little to offer from the Canadian mills; 
but the Maine mills, though seeking new 
business, are making no price concessions. 
There have been few cargo transactions at 
the firm price of $38@40 for an average run 
of dimension, with some small-mill offerings 
of random at $1@2 less. Carlots of small 
dimension, 2x3-, 4- and 5-inch, also 3x4- 
and 4x4-inch, delivered at Harlem River rate 
points continue at $36.50@37, with the wider 
sizes, 2x10- and 12-inch, active and strong at 
$44@45. There are scant offerings of dry and 
dressed boards either from Maine or the 
Provinces, at a range of $36@37.50 for the 
1x4- and 5-inch, with the 10- and 12-inch 
very firm at $44@45. Canadian mill repre- 
sentatives here are advised that the pressure 
from the Timber Controller in England to 
speed production and shipment of spruce 
overseas has increased sharply during the 
past month. 

A survey recently completed by the Dow 
Service Building Reports shows prevailing 
hourly wage rates for six different groups 
of workers in the building trades in 20 of 
the larger cities in the country and places 
the New York rate at the top of the list in 
each group. The prevailing rate for the New 
York group is shown to be $1.90 per hour 
for bricklayers; $2 per hour for electricians, 
plumbers and plasterers; $1.75 for carpen- 
ters, and $1.50 for painters. 


Baltimore, Md. 


NORTH CAROLINA PINE—Demand con- 
tinues to show gains, largely because of home 
building activity. Box makers have enough 
orders to keep running full time. Quotations 
remain steady. 

LONGLEAF PINE—The market is firm. 
There is a good call for the larger sizes. 
Stocks are just about adequate for current 
requirements. 

WEST COAST WOODS—The business done 
in Ponderosa pine, fir and spruce shows some 
further gains, as a result of the more 
adequate transportation. 
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HARDWOODS—There has been no change 
in volume of business, and price levels are 
fairly steady. Practically no export business 
is being done, but there is considerable in- 


| Buffalo, N. Y. 


Lumber trade is fair for this time of year. 
Buying is being restricted to immediate 
needs. Prices on most lumber items are 
holding firm. An advanee of 50 cents has 
taken place lately in southern pine roofers. 
Shingle prices have advanced about 10 cents, 
because of the curtailment of output this 
month, 

HARDWOODS—Prices are holding steady, 
though trade has shown the usual midsum- 
mer decline. Buying is chiefly in small lots 
for immediate use. Flooring prices hold 
firm. 

WESTERN PINES—Prices remain about 
steady for the most part, for though an eas- 
ing off has taken place in California sugar 
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pine, Ponderosa and Idaho pines have shown 
little change. Low-grade stocks in these 
two woods are firm. 


NORTHERN PINE—Mills in Canada are 
not offering any large amount of stock and 
are holding prices firm. They report that 
there is much need of lumber at home, and 
that good shipments are also going overseas. 
Low-grade stocks are much called for, and 
prices show an advancing tendency. 





Loadings of Revenue Freight 


The car service division of the Association 
of American Railroads reports that revenue 
freight for the two weeks ended June 29 to- 
taled 1,480,422 cars, showing an increase of 
65,406 cars above the number for the two weeks 
ended June 15. Forest products loadings of 
70,121 cars show an increase of 1,503 cars above 
the number for the two weeks ended June 15. 

















The Red Book Will Help You 
Find New Customers 
And Prevent Credit Losses 


THESE FEATURES 
COMMAND YOUR CONSIDERATION 


*® A Credit Rating Book—Supplemented Twice-a-week—listing only 
buyers and sellers of lumber and allied products—names classified 
in detail to show exact nature of business—a big help in selling 
and finding the well rated buyers. 


* Exclusive Information gathered from thousands of Delinquent 
Unpaid Accounts Reports received MONTHLY from members of 
leading lumber manufacturers’ associations. 


* Continuous Service—including CHANGES IN RATING—on ALL 
carload buyers of lumber and allied products, even though no 
request has been made for a Special Report. 


* FREE Tracer Reports, containing ledger experiences from shippers 
not given as references by the customer, largely offsetting the 
effect of ''hand picked" references. 


IT COSTS AS LITTLE AS 34c A DAY 
WRITE FOR APPROVAL PLAN 


Lumbermen’s Credit Association Inc. 
608 S. Dearborn St., CHICAGO—99 Wall St., NEW YORK CITY 
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Newsy Notes of Persons and Places 


and OFFICE 





James A. Allee announces the opening of the 
Allee Lumber Co. in Suite 1050 at 175 West 
Jackson Boulevard, Chicago. He will do a 
commission lumber business. 


E. F. Hayes, sales manager of the yellow pine 
department of the Frost Lumber Industries, 
Inc., Shreveport, La., has been transferred to 
the St. Louis sales force of the company. 


©. L. Burton, of Eau Gallie has been placed 
in charge of the re-organized and consolidated 
Kast Coast Lumber & Supply Co. which will 
operate lumber yards at both Melbourne and 
Eau Gallie, Fla. 


The office and warehouse of Charles Darl- 
ing & Co., Inc., Chicago, was’ moved to 1819 
West Grand Avenue on July 6. The company 
deals in Appalachian, northern and southern 
hardwood lumber. 


B. A. Morgan, of Paragould, Ark., has ac- 
cepted the position as general sales manager 
for East End Lumber Co., Inc., Memphis, 
Tenn. He was formerly with the Hickson- 
Rogers Manufacturing Co., Inc., at Paragould. 


Many fishermen-lumbermen in and around 
3irmingham, Ala., planned to attend the four- 
teenth annual deep sea fishing rodeo at Pensa- 
cola, Fla., July 12 and 13. C. H. Grayson, 
4irmingham, was chairman of the committee 
on arrangements. 


The board of directors of the Peoples Lum- 
her Co. whose retail yard headquarters is in 
Ventura, Calif., recently elected Adolfo Cama- 
rillo president, succeeding the late L. W. Cor- 
bett. Mr. Camarillo first became a member of 
the directorate in 1907. 


J. L. Burt, Johnson-Burt Lumber Co., Wau- 
sau, Wis., past president of the Wisconsin Re- 
tail Lumbermen’s Association, was elected 
Grand Commander of the Knights Templar of 
Wisconsin at the annual State convention in 
Superior, Wis., in June. 


H. Morton Jones, president of the R. T. 
Jones Lumber Co., North Tonawanda, N. Y., 
was in attendance at the Republican national 
convention in Philadelphia. He was much im- 
pressed by the earnestness of the delegates and 
the interest of the spectators. 


A party of a dozen or more lumbermen 
visited the plant of the Central Pennsylvania 
Lumber Co., Sheffield, Pa., recently and had 
dinner at a nearby woods logging camp. Head- 
ing the party were L. J. Lewis and R. E. 
Grove of Palburn, Inc., Buffalo wholesalers. 


Recent California visitors included: Kenneth 
C..McIntosh, secretary-treasurer, West Oregon 
Lumber Co., Portland, Ore.; W. M. Wasser, 
Gray Lumber & Shingle Co., Seattle, Wash., 
and Peter Schafer, president of Schafer Bros. 
Lumber & Shingle Co., Montesano, Wash. 


Edwin Barber, former head of the Barber 
Lumber Co., Cincinnati, and his wife have re- 
turned to the United States after fifteen years 
in London. They left because of war conditions. 
Until the present conflict, Mr. Barber was ex- 
port manager of the National Hardwood Lum- 
ber Association in London. 


Owen Johnson, president of the Johnson 
Lumber Co., Inc., Manchester, N. H., has been 
appointed a member of the New Hampshire 
State Defense Committee on Industrial Mo- 
bilization to represent the lumber and wood 
products industry. Announcing the appoint- 
ment of Mr. Johnson and others, Governor 
Francis P. Murphy said the object of the new 
committee will be to make certain “by fore- 
thought and by resourceful action when needed” 





that New Hampshire industries of every sort 
are ready and able to carry their proper share 
of the burden of national industrial mobilization 
to whatever extent it may proceed. 


The opening discussion at the National Con- 
ference on Planning held in San Francisco, 
July 8-11, was by S. B. Show, regional forester 
in UU. S. Forest Service. Mr. Show’s paper 
dealt with planning for protection and admin- 
istration of the national forests and the close 
relationship between forests and community 
welfare. 

Writing this department from Portland, Ore., 
William B. Downs, special representative of 
the Lumbermen’s Credit Association, Inc., says 
that the dry weather is making perfect condi- 
tions for destructive forest fires. Mr. Downs 
left Chicago several weeks ago and has called 
in all lumber towns between Los Angeles and 
Portland. 





Takes Charge of Sales for Wire-base 
Glass Substitute 


New York, July 8.—A letter being sent out 
to the trade announces that as of July 1, 1940, 
the New York Wire Cloth Co. has _ relin- 
quished all interest in 
Vimlite (a glass substi- 
tute) and the Vitalite 
Co. to the Celluloid 
Corp. 

D. D. Strite, who has 
been with New York 
Wire Cloth Co. for a 





D. D. STRITE, 
New York; 
Takes Charge of 
Vimlite Sales 





number of years, will 
be in charge of Vimlite 
sales for Celluloid Corp. 
and customers and deal- 
ers are requested to 
send all inquiries re- 
garding Vimlite to Cel- 
luloid Corp., 180 Madi- 
son Ave., New York City. 

Vimlite is a film type of glass substitute 
with a wire base with double wire in the two 
outside courses of the selvage and is being 
recommended for poultry and _ farrowing 
houses, dairy barns and milk houses, tourist 
camps, porch enclosures, garages, etc. 








The Schmitt Lumber Co., Gerl-Drumm Lum- 
ber Co., Guse Lumber Co., and the Manitowoc 
Lumber Co., are among the Manitowoc ( Wis.) 
Master Builders staging an essay contest in 
which $50 in cash prizes will be awarded to 
the persons writing the best 300-word essay on 
“Why I Want to Own My Own Home.” The 
first prize is $25, second $10, and third $5, with 
10 one dollar awards. 


New methods of merchandising the Celotex 
line of cane fibre insulation interior finish prod- 
ucts, vapor-seal sheathing and lath were dis- 
cussed with more than 100 contractors at meet- 
ings in June sponsored by the A. O. Thompson 
Lumber Co., Dierks & Sons Lumber Co., and 
the R. L. Sweet Lumber Co. of Kansas City. 
The meetings were conducted by E. B. Kraft, 
field representative of Celotex. 
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Recent visitors to the Buffalo lumber trade 
included E. W. Treen, sales manager of the 
Kennett Co., Conway, N. H. He was formerly 
with Taylor & Crate, Buffalo wholesalers, and 
later was secretary of the Northeastern Lum- 
ber Manufacturers’ Association. Other visitors 
were: H. H. Ketcham, of the Henry H. Ket- 
cham Lumber Co., Seattle, Wash., and E. E. 
Swann, wholesaler of Cedar Rapids, Ia. 


Wearing bright new service pins, 54 em- 
ployees of the Long-Bell Lumber Co. who com- 
pleted periods of employment of 10 years or 
more during the last quarter were guests at a 
company banquet in Longview, Wash., last 
week. Honor guests included, W. T. Hamilton, 
planer foreman who has been with the com- 
pany since 1900; J. A. Sisson, shop foreman of 
the L.. P. & N. railroad, a veteran of 35 years; 
J. F. Price, head grader since 1905 and H. F. 
Tisdale, who received a 20-year pin. J. D. Ten- 
nant, vice president and general manager of 
the company, was master of ceremonies. 





RETAIL YARD CHANGES 


Louisiana, Mo.—LaCrosse Lumber Co. has 
announced the appointment of Marvin C. John- 
son, formerly engaged in the variety store busi- 
ness here, to assist managers of their yards 
in building displays of materials. 


Vermilion, Ohio—Louis Stoffel has been ap- 
pointed manager of the Valentine A. Fries yard. 
Milo Bailey, the previous manager, has returned 
to the company’s yard at Huron, Ohio. 


Stephenville, Tex.—Herman Combs has been 
appointed manager of the Clay Building Mate- 
rial Co. here. Previous to this connection, he 
was with the Turner Lumber Co. at Conroe, 
Tex. 

Minden, Nev.—Jack Purdie of Salt Lake 
City has been appointed manager of the Nevada 
Lumber Co. at Minden. Mr. Purdie arrived 
here with his wife and family about the first 
of June. 





Baltimore Briefs 


M. S. Baer of the hardwood firm of Richard 
P. Baer & Co., Baltimore, Md., has been spend- 
ing a vacation at Cape May to get the benefit 
of the bracing sea breezes. 


The Kidd & Buckingham Lumber Co., Balti- 
more, Md., is adding about forty feet to its 
sixty-foot shed opposite the office to provide 
space for storage and make up for the building 
destroyed by fire some weeks ago. 


At a recent meeting of the stockholders of 
the Duker Asendorf Box Corp., Baltimore, Md., 
Woodward R. Rich, who had been general 
manager of the business, was elected executive 
vice president. Ernest H. Asendorf is president. 


Among visiting lumbermen in Baltimore, Md., 
in the past ten days was W. H. Dowling, of 
Dowling & Camp, Inc., of Slater, Fla., manu- 
facturer of longleaf pine. Mr. Dowling made 
the rounds of the trade and then continued his 
journey to New York City to look over the 
metropolitan market. 





Merhandising Methods Taught 
to Illinois Dealers 


Meetings to discuss the best methods of sell- 
ing remodeling and new home jobs under pres- 
ent conditions have been held by 21 retail lum- 
ber dealers in various sections of Illinois in 
co-operation with field representatives of the 
“elotex Corp. Many of the meetings were at- 
tended by contractors who were shown the 
Celotex 1940 line of interior finish products and 
also the company’s new double duty shingles. 

The Ogle County Lumber Dealers Associa- 
tion met at Oregon, Ill, with E. S. Cripe, 
Celotex representative. There were 18 men 
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present. Mr. Cripe also conducted meetings 
for E. W. Schmeling & Sons, Inc., and the 
J. H. Patterson Co., both of Rockford, Ill. 

Meetings for contractors were held by the 
Brubaker Lumber Co., Robinson, Ill.; the 
Southern Illinois Lumber Co. at Albion and at 
Fairfield, Ill.; the Wenthe Lumber Co. and the 
Ewing Lumber Co., Effingham, IIl., with the 
co-operation of E. B. Fisher of Celotex. An- 
other meeting was held for contractors by the 
Kent Lumber & Coal Co., Mattoon, with the 
co-operation of G. H. Collins of the Celotex 
Corp. 





Bucking, Chopping Marks Fall 


KLAMATH Fatts, Ore., July 6.—The old rec- 
ords of the log bucking and log chopping con- 
tests of the annual Klamath Falls Junior Cham- 
ber of Commerce Upper Klamath Lakes Re- 
gatta stand no more. At this year’s recent com- 
petition, Marvin Ragsdale of the Big Lakes 
Box Co., repeated his winning performance of 
1938 by setting a new record of 2 minutes 23.2 
seconds for cutting his slice from the 32-inch 
log at the log bucking contest. 

In the two man bucking event, George Knoll 
and S. Pearson, Long Bell Lumber Co., Weed, 
slipped their saw through the 32-inch log in the 
remarkable time of 5414 seconds. In the log 
chopping event, Orval Taylor, Weyerhaeuser 
Timber Co., cut through a 16-inch log in 2 :02.8 
to set a new record for the event in the Klam- 
ath area. 





Want to Be a Squirrel? 


MissouLa, Mont., July 6—The “Ancient 
Order of Squirrels,’ the primary object of 
which is to prevent man-caused fires by enlist- 
ing the active co-operation of the public, was 
started in 1927 by a Minnesota State forest 
ranger, A. W. Stone, and has since gained such 
popularity that it is spreading to all parts of the 
country where there are forests. Sponsored by 
the Forest Service, it makes its start this year 
in Region One. There are no dues, and no 
formality in joining. One merely climbs to 
the top of one of the lookout stations, and the 
man on duty there does the rest. This guard 
will demonstrate the methods used in detecting 
and reporting fires, and will ask each applicant 
for membership to sign a pledge to use utmost 
care with fire while in the forest. The visitor 
will then be presented with an autographed card 
certifying that he has climbed to the lookout 
and is a member of the “Ancient and Hon- 
orable Order of Squirrels.” 





97-Year-Old Lumber Company 
in Baltimore Bought 


BALtTimMorRE, Mp., July 8—One of the most 
notable events in local lumber history for some 
time was the purchase July 3 of the real estate, 
including the office and mill for dressing and 
resawing lumber, of the James Lumber Co. 
by the Baltimore Lumber Co. of which Toney 
Schloss is president and his sons, Dan and 
Jerry Schloss, are associates. 

The property covers two blocks, one meas- 
uring 236x231 feet, and the other 230x202 
feet. The buildings include a two-story brick 
office, large sheds, and the structure that houses 
the mill. An elevated carrier system is a 
further structural asset. The trustees of the 
Norman James estate are to give possession 
by September 1. The new owner has engaged 
an architect, surveyors, and other experts to 
plan complete renovation and improvement of 
the establishment. 

By way of consideration the new owner ob- 
tains a location with the prestige of having 
been devoted to the lumber business for many 
years. The James interests continued from the 
founding of the business by Henry James to 
the death of Norman James, a period of 97 
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years. The site affords access by rail over 
four or five switches and also includes a wharf 
with sufficient depth to permit vessels of con- 
siderable tonnage to dock. 

The purchase will enable the Baltimore 
Lumber Co. to abandon the Fallsway lot, the 
buildings and much of the stock on which were 
destroyed by fire several months ago. The com- 
pany had planned to rebuild on the Fallsway 
location but because of inability to overcome 
some of the reservations by the owner of the 
land, the new acquisition was welcomed as a 
solution. 

The change in location will make the Balti- 
more Lumber Co. a neighbor to the MacLea 
Lumber Co., Mann & Parker Lumber Co., the 
Atlantic Mill & Lumber Co., and F. Bowie 
Smith. It will mean a big change for the im- 
mediate vicinity, and will result in the location 
continuing to serve as a depot for the distribu- 
tion of wood products. 





Mills Hoist Flags Again 


SoutH Benp, WaAsH., July 6.—During the 
World War, owners and employees of Willapa 
Harbor Lumber Mills displayed the stars and 
stripes from high flag poles at their mills. Now 
that another war is raging in Europe, the 
American flag has been raised at mills here 
and in Raymond. Employees of the Willapa 
Harbor Lumber Mills provided flag poles and 
flags for: Mills W and R in Raymond and Mill 
L in South Bend. 

This week flag raising ceremonies were held 
at the respective mills. Company employees 
had charge of the ceremonies and were assisted 
by Boy Scouts. With the reopening of the 
company’s camps following the July [Fourth 
shutdown, similar exercises will be held at the 
various logging operations, according to Mana- 
ger W. H. Turner. 





235 Washington Leaders Feted by 
Lumberman Brothers 


MonTeESANO, WASH., July 6.—Two hundred 
and thirty-five of the State’s business, indus- 
trial and civic leaders were guests June 27 of 
Peter and Albert Schafer, co-founders with 
the late Hubert Schafer of the Schafer Broth- 
ers lumber and logging companies, at an all- 
day inspection of their operations near here. 

The party assembled at Montesano and made 
the trip by special train. The guests were par- 
ticularly impressed with the demonstration of 
selective logging as operated at the Schafer 
camp in the foothills of the Olympic mountains. 

When the guests arrived at the camp in the 
five-car train, they were welcomed by Peter and 
Albert Schafer. Ed Schafer acted as _toast- 
master, but talks were brief. Following lunch- 
eon, the visitors again boarded the train and 
were taken several miles into the woods where 
actual logging was in progress. After spending 
several hours in the woods, they returned to 
camp, ate another meal, and then continued 
back to Montesano. 





New Generating Equipment 
Installed by Manufacturer 


New electrical equipment for the generation 
of practically all of its own power supply has 
been installed in the East St. Louis plant of 
Certain-teed Products Corporation, according 
to an announcement by P. E. Meyer, new plant 
manager. 

The Certain-teed plant has had its own gen- 
erator since the East St. Louis division was es- 
tablished at 17th and Broadway, but expansion 
has made necessary the additional installation 
at a cost exceeding $8,000, Mr. Meyer said. 

The expansion reflects the increases in Cer- 
tain-teed sales in line with the current up-swing 
in building. 
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MAKE MONEY RENTING OUT 


SKILSAW “Rotoglide’’. 


FLOOR SANDER 


.. the perfect rental machine! 


Pays for itself quickly, brings 
stendy profits ... increases 
sales of flooring, varnish, 
paint, sandpaper .. - 


preferred because 
it works better and 


easier! 





Here’s a new sander your customers will be glad 
to rent—it has the proper weight and balance for 
easy operation; produces a perfectly smooth, rip- 
ple-free surface faster and at lower cost; offers 
professional capacity for any kind of job. De- 
signed by a group of practical contractors, built 
by Skilsaw engineers. No other floor sander has 
the patented ‘ROTOGLIDE’ Drum that does away 
with the usual slot across the entire drum surface. 
Only 45 seconds to change paper. 8-in. drum, One- 
piece heavy-steel frame. Attractively priced. 


SKILSAW, INC. 5037A Elston Ave., Chicago 


36 East 22nd St., New York @ 182 Main St., Buffalo @ 
52 Brookline Ave., Boston @ 15 8. 21st St., Philadelphia 
@ 2124 Main St., Dallas @ 918 Union Street, New Orleans @ 
29 North Ave., N. W., Atlanta @ 1253 South Flower Street, 
Los Angeles @ 2065 Webster Street, Oakland @ Canadian 
Branch: 85 Deloraine Ave.. Toronto. 





Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 


Car Door Lumber Rollers Sectional Board Rules 














GILBERT NELSON & CO. 


Public Accountants 


332 $. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., 


made in the period June 25-29, but where 


for sales 
prices for this period were not available, 


prices for the month to date have been inserted and starred (*): 


West East 











West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard Jambs No. 2 Dimension 
Lengths 4 Lengths  wiTt 73.67 *73.42 2x4 
— ty 72 & & 10.0% (0.42 
1x3 rift— — ae oe ee 5gx4-8 61.73 59.00/12 & 14... 21.94 20.68 
B&better.. 58.23 64.25 Fe eetton ce Seles 35.46 UR cena alan 22.80 22.58 
er ee goes 47.68 *55.2510 -cceeeee 34.02 32.31 No. 2 Shiplap and 18 & 20... 25.17 21.00 
Cs #3505 pe D Soe alesse se 21.38 22.00 Boards, Std. Lxth. 30.50 . 
1x3 flat : . 2 99 
grain— Surfaced Finish et ail sat Ses at ae 19.43 
B&better 42.27 41.12 Standard Lengths 1x10 thei victhy 20°36 22°35 19.66 
“4 se eeeeee 36.48 37.94) Bebetter BESS occ 26.37 23.88 22.46 
ee ee 28.25 29.00 Inch thick— gs 
xd rift— 9n 7| No. 3 Shiplap and 26.¢ 
Bé&better.. 56.28 *58.82)4 °°°°°"*: 27 ee 48-87) “Boards, Standard ee 
~* > enor Dee eee 24.90 o. 3: 
aa - 46.00 yt ee 55.55 49.81] 8 oF" acid 30°28 
seeccees notices merece me < oe 5 ag 
1x4 flat ixto <1 17! 56.67 56.64]1x6 Reh & Stt-.a. - 
grain— SE eh 77.75 71.638 S1S/S4S. 16.96 18.04]52 or she 
B&better.. 41.48 41.11 ix6 CM 16.93 17.53}2%10 sti ad 
= aia: 37.00 36.77 5x6/4 patet— a 13 8 = 18.99 18.91 12 & 14... 23.67 23.06 
‘ aa an 6 65.22 1 ) EBS cvecses S.d% ° > >> € 
_ ene: 28.99 27.85|4, 6 8.... 65.22 61.50] ¥?, oi: eee 22.96 23.31 
x10 11... 76.98 73.00]!X10 ...-- 8.33 17.58119 ¢ 36 23:80 2 
eet i856 1s aefl8 & 20... 23.80 23.78 
- End Matched _ pete 91.80 81.75]!*12 ----- 5.90 Wee & 28... O4.88 aoc. 
ooring, 2 to 8-foot Car Lining, 13/16” [2x12 
1x3 rift— Inch thick— B& Btr&Sel— 12 & 14... 22.54 22.70 
B&better.. 48.76 47.00 * . 2 KG eee 22.80 22.16 
° t 210 40.52 BEG: Be.ccs SOue 48.50 . ‘ oe 87 
(* #29 ee a. 42.1 ” be = as 18 24.97 26.67 
caiwmes?** Se Been het: 48.90 Gonerrae, 26.... 51.00 SOLER, °° Ss. 28.40 *27.50 
Brae 44.20 40.04)COmmon— 99 & 34..° 32°55 
miuctter. $3.62 32.42 ixb&10 $6.77 46.54]1x6, 18.... 32.00 galodleets ee Memaies 
i&better,. 33.63 $2.42 7 2 46 y 
ee aaa 29:40 31.00]!% -++-+-- 60.30 0.43 No. 1 Dimension No. 3 Dimension, 
Oe a 23.00 24.00 2x4 Random Lenethe 
1x4 rift— ays Rough Finish, 12 & 14 21.89]2x4 ...... 18.00 16.04 
3&better.. 45.54 Standard Lengths “cueing TR! 2b. 14.94 16.33 
Se ivectnn wk 38.95 B&better— : 18 & 20... 27 26.90 2x8 Wai ara 16.09 16.38 
1x4 flat 4/8 --+ S194 46.00 22 & O. + S000 OORSTS tse: os 
grain— xB ) ... 52.38 *52.921 2x saat hiadilitadid chic ceases ™ 
B&better.. 29.41 29.0011x12 ..... 71.77 *68.00112 & 14 22.20 20.70] 5 
Cre eee ees 26.07 *26.78) 5&8/4 _ peeraeens a aa. Se 
ee ae 20.5 23.00 thick— ree 24.24 26.62 TT a, 
eae 58.61 64.00120 ....... 25.10 25.08 9- 
Resp Stee Mend 15610: . -. 67.69 74.00[22 & 24... 32°50 *31.41[cxg eee |’ Sood 3e'36 
a s, 1x Oe. Adegis 86.88 84.00] 2x8 3&4x10 ... 33.89 ... 
No. 117— a & 24... 90.53 S098 ue tenho atae O° 
B&better.. 37.41 eee Casing and Base BW cv eseve 23.97 23.92 a ree 39.10 
Cc 26.9 27 00 . - 2 >) «6g aL? Bis «« 0. 39. 
ee +% 1 37. Standard Lenzth oa Sarees 83 24.75 5x12/12x12 45.00 28 20) 
eerie 28.91 *29.45 B hetter— Bees . Sa ee — 
No. 116—— oie a _ — 61.31 56.82)22 & 24 67 29.00 Piever Lath 
3&better.. 45.25 *42.56 re .... 60.75 56.86)2x10 %x1 “un re Dried 
_ ee RIES 3.77 39.11)1x5@10 GOOt GEESELE cx ccnse 31.70 30.62 , 
3 32. ios = = 31.76 30.21)No. 1 .... 4.81 4.92 
Ne gest 22:85 23381 wo,a wemeing @ [6 00... BLAS gorgs[No. 2 112. B86 #3554 
No. 3 18.20 18.62 7 Reards 18 & 20... 33.84 32.84 Car Siding, 13/16” 
Assorted patterns Standard Lengths 22 & 24. 43.67 ...|/B&btr&Sel— 
B&better. . 43.2 43.50 2x12 1x4, 9.... 40.00 40.00 
eee 40. 61 37.00i1x4 ...... 32.03 *30.90112 & 14. 34.05 *32.57]1x4, 10.... 38.50 38.50 
D ck tai 9 ott as = carers pare 5 = + oe ara pt Hat 1x6, 10.... 40.00 *42.78 
No PSE 8S ee 30.00 *32.94118 ....... 37.45 35.25|}Common— 
No. 2 23.09 22.8511x5&10 ... 35.34 *36.50320 ....... 41.64 *37.63]1x4, 9..... 25.00 
No, 3 18.42 *18.67}1x12 ..... 42.32 *59.00122 & 24 *48.44 *42.00'1x6, 10.... 25.00 











OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
HEx2%” 498x144” %x2” %x1%” 


Clr. qtd. wht $80.00 $70.00 $65.00 $62.00 
Clr. qtd. red.. 68.00 61.00 60.00 60.00 
Sel. qtd. wht. 62.00 50.00 52.00 45.00 
Sel. qtd. red.. 62.00 51.00 53.00 49.00 
Clr. pln. wht.. 64.00 52.00 52.00 46.00 
Clr. pin. red.. 65.00 55.00 48.00 47.00 
Sel. pln. wht. 58.00 48.00 44.00 38.00 
Sel. pln. red..... 59.00 50.00 43.00 40.00 
No. 1 com. wht.. 55.00 45.00 37.00 34.00 
No. 1 com. red... 55.00 47.00 38.00 35.00 
No. 2 common... 36.00 32.00 33.00 26.00 

%ex2” Y%xlh” x2” 
ee en Ws a one aoe wee $75.00 $75.00 $72.00 
eh is Os wviceceeus 72 72.00 67.00 
0 Ae 60.00 60.00 58.00 
ee =r 60.00 60.00 58.00 
SS ee 61.00 61.00 61.00 
oo OS Sere 61.00 61.00 60.00 
rr e 55.00 55.00 53.00 
gS” eee 55.00 55.00 53.00 
Pe & GO Wh. cos ccten 51.00 51.00 47.00 
ee %” See 51.00 51.00 48.00 
Se ey MD veccete ces 34.00 34.00 29.00 


New York delivered prices may be vubtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
##-inch stock, $8.50; for %-inch, $4; for 
%- and f-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
t#-inch stock, $6; for %-inch, $3; for %- and 
ts -inch, 


$3.50. 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
June 25 to 29, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 


follow: 
Ponderosa Pin 
Setects, S2 or 4S— x8 B/aRW 6/4RW 
C RL qe $59.2 $60.74 
koa gr ince wane 36.62 39. 33 40.15 
Suer, s2Ss— No. 1 No. 2 
PSS aria Sid al dati Sica ARS ik Wane $31.49 $23.73 
6 a ee eee eee 31.49 23.78 
CoMMoNs, S2 or 4S— No, 2 No. 3 
fe NR rrr $28.21 $20.44 
UIE IE dus lr an ogg aha oe aren 29.29 20.05 
ee Se ane ons hee sae een $16.18 
Idaho White Pine 
SELEctTs, S2 or 48— 1x8 5-6/4RW 
CuOeice CC) Webs. cbik coseis sn eee $75.16 
Geeeneee CEP) Tibisces ce peees 41.74 60.00 


Commons, S?2 or 4S— 
Colonial Sterling Standard 
No. 1 No. 2 No. 3 


oO. oO. 
3 Se ere re $39.00 $35.31 $28.07 
EEE 4005 6 aces wae 71.00 41.99 29.35 
Utility (No. 4) 4/4 S2 or 4S RWRL....$18.84 
Sugar Pine 
Seiects, S2 or 4S— 4/4RW 5/4RW  6/4RW 
B&Btr, | eee $71.63 $70.75 $71.78 
J. Sea eae 63.28 64.21 65.65 
ot Sa eee 44.98 49.74 48.4 
SHop, S2S— No. 1 No. 2 No 3 
Shey ae ene $37.26 $28.78 $22.50 
i, RS rer Cee 36.13 26.17 19.85 
BE is vrac caine 48.94 31.29 es 
Larch-Douglas Fir 
imei. MO. 5. Bie cs co4e au vee i ee bed $22.72 
EemmGmsion, INO. 1, BMG. oc. c svc ccincws 20.15 
Flooring vert. gr. C&Btr., 4 RL........ 26.66 








NORTHERN HARDWOOD 


Following are prevailing quotations f. ob. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 


Brown Ash— FAS _ Sel. Com. Com. Com 
6 See $65.00 $55.00 $40.00 $28.00 $19. 00 
2. ee 70.00 60.00 42.00 30.00 20.00 
SS ie 75.00 65.00 0.00 32.00 20.00 
ME ava in eaceie 80.00 70.00 53.00 34.00 21.00 

No.1 No.2 No.3 

vy eee FAS Sel. Com. Com. om. 
, SS Saree $78.00 $68.00 $46.00 $27.00 $20.00 
3/4 E Oancaed 83.00 73.00 51.00 44 00 21.00 
|. See 86.00 76.00 54.00 3.00 23.00 
|, eee 93.00 83.00 64.00 34. 00 23.00 
eee 98.0 88.00 71.00 45.00 ; 

ree 103.00 93.00 76.00 50.00 

eee 69.00 59.00 38.00 23.00 


Key stock, 4/4, No. 1 and potter: $78; or on 
grades, FAS, $388; No. 1, ty 4, _ i and 
better, $88, or on grades, FAS, 303: 1, $73. 


No.1 ins No. 3 


Wy Maple— FAS’ Sel. Com. Com. Co 





A, Sheree ole $75.00 $60. oe $47.00 $30.00 $16. 00 
a SRS eer 78.00 63.0 52.00 34.00 18.00 
SS ese 81.00 66. 00 55.00 36.00 18.00 
MED \aisinn oem 86.00 71.00 60.00 36.00 19.00 
ee 86.00 71.00 60.00 37.00 19.00 
9/4 ........101.00 86.00 68.00 42.00 = 

|, nee 101.00 86.00 71.00 42.00... 
ee 121.00 106.00 83.00 45.00... 
_ |. ee .121.00 106.00 83.00 — ose 
Be swersesies 161.00 146.00 123.00 . oe 
No. 1 No. 2. No. 3 
Soft Elm— FAS Com. & Se 1. Com. Com. 
he AR eee $: 50.00 $40.00 $28.00 $20.00 
NS Sere eee 53.00 4 + 00 29.00 21.00 
Sy ree en 53.00 43.00 29.00 22.00 
| ee ce 56.00 46.00 32.00 22 00 
Bere 59.00 49.00 34.00 = 
|, ean 64.00 54.00 39.00 ecleve 
No. 1 No. 2 No. 3 
Rock Elm— FAS Com. Com. Com. 

Oe aeesea'mata $48.00 $30.00 $19.00 $16.00 
i See Se 55.00 37.00 21.00 18.00 
Ck eee ec 65.00 45.00 23.00 18.00 
| aa 68.00 53.00 28.00 21.00 
_ _, Sears 78.00 63.00 40.00 ceca 

Sea 88.00 73.00 45.00 26.00 
No.1 No.2 No.3 
Birch — FAS Sel. Com. Com. Com. 
4/4 ........$89.00 $69.00 $48.00 $29.00 $18.00 
SS ees 94.00 74.00 55.00 35.00 19.00 
i, OOS Pr 91.00 75.00 60.00 40.00 19.00 
| eer 94.00 82.00 70.00 46.00 20.00 
As ree 96.00 86.00 73.00 47.00 
ee 101.00 91.00 78.00 652.00 
16/4 ........156.00 146.00 121.00 ; 
ee Ge aon 7 3. 00 59.00 43.00 28.00 
SS ae ee 75.00 61.00 46.00 29.00 
No.1Com. No. 2 No. 3 
Soft Maple— FAS & Sel. Com. Com. 
ig SET $59.00 $41.00 $25.00 $18.00 
er 66.00 46.00 29.00 19.00 
ey 76.00 51.00 34.00 19.00 
WUNEE. ai srorkia suevaca 81.00 56.00 34.00 20.00 
Seattle, Wash., July 5.—Current quota- 





tions f. o. b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain eee «0 
B&Btr. 


D 

BE es oceariecnlataata ear $39.00 $29.00 $22.00 

Flat Grain Flooring 
BG eeckasure eee wae $28.00 $25.00 $20.00 
SE ee het 30.0 28.00 22.00 

Drop Siding 
1x6 Pat. No. 106....$30.00 $28.00 $21.00 
1x6 Pat. No. 116.... 30.00 28.00 21.00 
Ceiling 

re re eee $26.00 $24.00 $16.00 
ME eu oa.a hawker 27.00 25.00 15.00 

Boards and Shiplap 

1x 1x8 1x14 1x12 
Aare $20.00 $20.00 $19.00 $22.00 
a Se 16.00 16.50 16.50 16.50 
We esses 12.00 12.00 12.00 12.00 

No. 1 Dimension 
; 12 14 16 18 20 

ee eee $20.50 $20.50 $21.50 $21.50 $21.50 
ee eee 20.50 20.50 21.00 21.00 21.00 
|S Ere 20.50 20.50 20.50 20.50 20.50 
Me e'x's slavieis 21.50 21.50 22.00 22.00 22.00 
See 22.50 22.50 23.50 23.50 23.50 


No. 1 Rough and/or Surfaced Timbers 
4x4- to 4x12-inch planks 20 feet and 


shorter, S4S ..... eee eee 
ESE7S BS £6. ANE BROCE ....0..c cecscccces $17.00 
BEEE BE UN OO SOc tei ices wane wees 17.00 








a ea | OU ee 


, —. 


20 ZOU DS es 
ee PS? ps 








00 
00 
00 
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CURRENT MARKET REVIEW 


Softwood bookings in the two weeks ended June 29 were 3 
percent below those of the corresponding period last year, and 
this improvement over the preceding fortnight’s record of 11 
percent below last year’s, indicates that the market is recovering 
somewhat from the shock of European events. The bulk of 
the demand is coming from city home construction, but war and 
defense needs have created a heavy call for low grade container 
material, and have influenced the railroads to plan buying for 
a large program of car building and rehabilitation. Producers of 
lumber can now foresee an expanding demand for the defense 
program, and expect also gains in farm sales, partly because 
of improved demand for farm products as industry speeds up, 
and partly because of new methods of financing rural building, 
Quotations in general showed further recent softening, but have 
taken a turn toward strength as a result of heavy curtailment 
in the South caused by rains, and in the Pacific Northwest 
caused by forest fire hazard. Distributors continue rather 
cautious, but as for the most part they have depleted stocks, 
and find demand pretty well maintained, they have had to 
continue steadily in the market for small lots, which they 


nearly always want delivered quickly. On the Atlantic coast, 
group building of small homes has received an impetus from 
the defense program, but the supply of waterborne West Coast 
stock is now adequate to current requirements and quotations 
on it are easier. The California market, in its off season, also 
shows softness. There are indications of improved business 
in the middle West, where line yards have been stocking up in 
preparation for fall demand from the farms. Trade in the 
Southwest has been more hesitant, but business in the Deep 
South and Southeast is picking up, partly as a result of defense 
construction projects in preparation. 

Hardwood bookings in the two weeks ended June 29 were 
14 percent below last year’s for the corresponding period. The 
chief support of the market has been building trades demand, 
principally for flooring. There has been a hand-to-mouth but 
fair call from the furniture industry. The mills expect to be 
called on for large quantities of material for the defense pro- 
gram, and, with their stocks low and production in the South 
heavily curtailed by recent rains, are taking a somewhat firmer 
stand on prices; the northern list has advanced. 





SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended July 8: 


Plain Red Gum 


weights, 


Plain White Oak 


ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
obtained by Arkansas Soft Pine 
mills during the week ended July 6: 


Flooring 





Maple Offers 
True Home-Harmony 

















me Wood FAs— — Edge grain— 38-inch 4-inch 
“tices Me a e aric an 20.0 +e - 2) . 
> yen 90.50 | 5/4 11112! 78.50 Ee Sad ashe nent yes ose ee 
af eee S650 1 8/4 2c es 90.50 yada ag an aa napa tcatpe ta sii 37.00 
peace ag + _D ...-- hed a era ck Socata etre i 
Me Plain Poplar Flat grain— 
—* Red Gum FAS— eS nee $40.00 
i = PE borers ces 73.50 REP Me. Saito el lv lawis ilns be pare clone oip ocs 38.00 37.00 
5 r einen Ash errs 29.00 30.00 
ae woos ot ne ne Mertrrrererrrrrrrrr sre rr rs 29. : 
es pen B&Better No. 1 
sia Ada 80.50 | 5/4 .-.--- + Se ee ee 
No. 1 & Sel.— 8/4 wo. a errors: 48.00 43.00 
Cartnig 28.00 | 12/4 ..... (6.00 Boston Partition, }}x4........ 45.00 40.00 
No, # Comm.— 18.00 ) ina Drop Siding, 1x6 
6/4 - aaone 18/4 Ceca’ 38°00 B&better 340 Oy NOiG00 
“ | re ob. bs prs, Siecooe: arerelar ale Abelian < 
nen. Gap Spee incite No.1... 38.00 4200 
SS sajna 37.25 FAS— a ee ea oe are er we 28.00 30.00 
8 / / ‘- ‘ws 39.00 @ 46.50 re ..5 ‘ane 33.00 Finish, Surfaced, B&better 
o. 1 oe sia oe 4 5 6 8 10 12 
yh Bday ted TE ST 35.00 4/4 -+-$35.00 $60.00 $55.00 $55.00 $62.00 $80.00 
ee Meee S ee i acai P 5/ aeons 77.0 5. 5.00 77.00 90.00 
GPS ecto 31.00@34.50 2. eee 13.00 : 
ae 34.25 @35.50 Elm Cae & en eee “LL 
Plain Sap Gum FAS— 7 ’ 4 6 8 s 
Ss— ee S50 CORRE ©.6565c008 $60. 00 $65. 0 $60.00 oes. 00 Modern homes feature simple de- 
i/4 eer 36.50 @38 50 Cottonwood Base .........-. 0.00 65.00 60.00 0.00 sign . . . modern furniture offers 
6/4 ...... 5 No. 1 el. scant seeebuns impl { light] ined 
No. 1 & Sel.— 4 Sere 24.75 ‘ simple surlaces, lightly-grained . . . 
ase 21.50@25.00 | No. 2 Com eaieiin anna ge $3 and under................. ‘see and Maple provides the ideal base 
eS eee 27.00 @28 00 4/4 Wein 17. 47.75 VS Fe weceses Stee eee eer ere seer er reserves (a) : — 
No, # Goin 188 Boards and Shipinp a OE 
Y Geipcon 13.00 Cypress 1x8 1x10 1x12 agg soe: d oneal 
Plain Black Gum FAS— *Boards, $48, No. 1.$35 00 $35.00 $38.00 $50.00 ts cheerful color and smoothness 
No. 2 Com.— i ea 62.00 or Shiplap No. 2. 21.00 22.00 22.00 27.0 fit “the modern idea.” In choice of 
4/4 Plain Tupel 13.00 The ee * 64.50 No. 3. 18.00 19. 00 19.00 18. 00 strips, blocks, or mixed patterns 
ain elo elects— : : mee . é 
AS— ow ee 43.50@54.00 Dimension, 84S, on. 1 No.2 natural or color-finished, it blends 
No, ‘ete OP sig A Ce $24.00 $22.00 with any decorative scheme. Easy 
seaaae 22.00 | 4/4... ..25.50@87.50 2X 6 reer ee eee eee eee eee esse 210 19.00 to finish, and to clean, lays “trouble- 
\Ziain’ ea Oak Mixed Hardwoods 3x19 02222000222202202D 11 oo 388 free,” seems to wear forever. 
4/4 th = 43.00 1 ae 7.25@ 9.00 7X12 ..-..... x iby ua ay . ms ~ a 00 26.00 breggeh on. a it's again — 
» %x1%, 4-Foo or ern homes especially 
WISCONSIN HEMLOCK No. : reves Sista apioreserala nip asiensr el, tare os erie athe 6.26 MFMA Maple (all Northern Hard 
we FT PREEPLILariert eer Ce ot ee . 


_ Following are prices f. o. b. delivery points 

in Wisconsin, Upper Michigan and Chicago 

territory: 

No. 1 Hemlock Boards, Rough, S1S or S1S1E 
Standard and Extra Standard: 


8 10, 12&14 16 
LS GA re $31.50 $32.50 $34.50 
Be IO, < ain o-wiatainw sulgiels 34.00 35.00 36.50 
ee ee ee 34.00 35.00 36.50 
eae papers 35.50 36.50 38.00 
WME Wid. o.aieigi biesars Xi wleens 36.50 37.50 39.00 


For drop. siding, ceiling, fancy shiplap 
grooved roofing or partition, add $3. 
No. 1 Hemlock Dimension, Rough, S1S1E or 
S4S Standard and Extra Standard: 
8’ 10, wa** 16’ a yd 
$36.00 $35 00 $36.00 $37.00 
34.00 34.00 34.00 37.00 
35.00 35.00 35.00 37.00 
37.00 38.00 38.00 39.00 
38.00 39.00 39.00 39.00 








*Applies to the new SPA grade of No 1 
common. 


RED CEDAR SHINGLES 


Seattle, Wash., July 5.—Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 








als: 
MMSE UNE iis: dicsciorw nach gtabec, Ais aie wanes ake $3.65 
POPE” sa. ersrw. o's. a4 paabnd aoe awe le 2.5 
aa petana re a) Ai ouwin chica Miedch tee areal eke. Claes eee 1.50 
erfections: 
1- is” TE ee regen areas eS $2.80 
BS TEN hoi 0 A946 hleeeieclalgrecs een $2.25 2.30 
Se, EE anno kita oes Sook eeacawire 1.40- 1.45 
XXXXX: 
De Ee ear ee eee $2.55-$2.65 
EE 5.5 00 40 war Vw eo eas CA 1.90- 2.00 
PE QE Chee ee eek Vee bees ees 1.30- 1.35 





Maple, trademarked, and associa- 
tion-guaranteed). 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago, Wlinois 


Floor wth 


(NORTHERN HARD) 


THE LONGEST-WEARING COMFORTABLE FLOOR 








MFMA Maple 
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WEST COAST LOGS 


Seattle. Wash., July 5.—Average prices 
of logs are as follows: 

Fir No. 1, $21-24; No. 2, $16-18; No. 3, 
$10.50-12. Peelers, No. 1, $34; No. 2, $27-29. 


Cedar Shingle logs, $13, lumber logs, $28.00. 
Hemlock: No. 2&3, $13.00. 





WESTERN RED CEDAR 


Seattle. Wash., July 
cedar siding in mixed cars, 
8 to 18 foot, f.o.b. mills are: 


Beveled Siding, %-inch 


5.—Prices for red 
new bundling, 


Clear _" 2 
PE <n cckccaarcavee $26.00 $23.00 $19.00 
OO — ee 31.00 25.00 23.00 
OS eee 38.00 34.00 31.00 
Clear Bungalow Siding, %-inch 
cae ek aetna ta ee watered See nate $57.00 
PD. cinscdecbcinede vere edouwraeeer 62.00 
SORE <cescveceeese sce eueeereaweeeues 70.00 
Finish, B&better, S2 or 4S, 6-16’ 
S$2S or S4S 
or Rough 
| Se ee reer me $ 80.00 
SE” ccnedcenseadayeeneeetewsdeaacene 85.00 
8 oan! dala lah oO ala wie eee W atale wie ar ane 90.00 
NT ts. aA iin ay peg ca oad se wha oe He ee 95.00 
SS “clni adap ences Mea non’ uence ww weds 100.00 
EO eae es er 105.00 
Sarai Cara’ grunahhia we seo elalaeaia dane 115.00 
SE dis cicecasséndekseceerensweue 120.00 
: Ceiling or Flooring, B&better, 7. ee 
PRE aA ALLRED DRI 
Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 
EE eee 55% 
DEE SO Ge GUNG ie ov ccccviceccceeenns 50% 


Clear Lattice, 5/16”, 4 to 16’ 


Cee eee meee eee meee eee eee eeeereseeeees 





Fire Hazard Stops Western 
Washington Logging 


SEATTLE, WAsSH., July 8—Owing to critical 
fire hazards, effective this morning a general 
close down order stopping all logging opera- 
tions in western Washington has been issued by 
T. S. Goodyear, supervisor of forestry. Some 
600 logging operators and heads of allied in- 
dustries have had to stop production. Nearly 
20,000 acres of green timberlands in three coun- 
ties has been burned over, and many thousand 
acres of logged off land and new growth. 





(Continued on Page 63) 


Warren, Ark. 


ARKANSAS SOFT PINE—July was almost 
continuously rainy, so logging operations 
were practically at a standstill, mills forced 





to shut down, and shipments so slowed up 
that they have been smaller than the cur- 
tailed production. Buyers are having dif- 


ficulty in getting quick shipment of badly 
mixed cars of upper items, with mills already 
covered up with orders booked on a quick 
shipment basis. Little mills that had been 
flooding the market with surpluses of com- 
mon items are now forced down. Furniture 
and toy manufacturers are making more in- 
quiries and placing orders. Quotations are 
expected to advance but so far have shown 
little change. 


SOUTHERN HARDWOODS—Demand for 
low grades continues good, and mills are not 
accepting orders for shipment to extend over 
several months, unless buyers agree to price 
revisions in line with market. Several or- 
ders for sizable blocks of flooring oak have 
been placed by the flooring plants in Loui- 
siana and Arkansas. Volume of furniture buy- 
ing continues very light. Mills have no 
burden of excess stocks to be disposed of, 
and the wages and hours law has removed 
the threat of overproduction, so that, with 
large orders likely to result from defense 
activities, the outlook is for a firm market. 
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OBITUARY RECORD 








FRANK E. BRUCE, 52, vice president of 
E. L. Bruce Co., Memphis, Tenn., died in a 
Philadelphia hospital July 5. Mr. Bruce had 
been stricken six weeks ago, but had been 
pronounced better and left Memphis for the 
East about a week previous to his death. He 
was the son of the founder of E. L. Bruce 
Co., and was the brother of the present presi- 
dent, Robert G., C. Arthur, vice president, 
and Edwin L. Jr., vice president-treasurer. 
Mr. Bruce had been an executive of the com- 
pany for more than 20 years, and was known 
as a keen-minded business man, always fair 
in his dealings. He had countless friends 
and was well liked by employees. Mr. Bruce 
was active in social and fraternal organiza- 
tions, as well as participating in association 
work. Other survivors include his parents, 
his widow, a son and a niece. 


DAVID ARTHUR HEDLUND, 5352, well 
known Spokane lumberman, died at his home 
July 1. Mr. Hedlund was born in Wisconsin 
and came to Spokane 35 years ago. For many 
years, he was associated with his father, 
D. C. Hedlund of the Hedlund Lumber Co. of 
Spokane. At the time of his death, he was 
an official of the Pine Forest Lumber Co. and 
with his father, actively working on plans for 
the erection of a new mill at Colville. He is 
survived by his father and mother and a 
sister. 


HORACE B. METZE, 70, widely known in 
the lumber industry, died at his home in 
Oshkosh, Wis., July 6. Mr. Metze had been 
identified with the industry practically all of 
his life. As a salesman he covered many sec- 
tions of the United States and Canada. Most 
recently, and until his retirement this spring, 
he had been associated with the Morgan Co. 
of Wisconsin. Mr. Metze was a member of 
numerous trade organizations. His widow, a 
daughter, a sister and three nieces survive. 


ALBERT L. LINDSLEY JR., 33, eldest son 
of Albert L. Lindsley, manufacturers sales 
agency, was killed instantly on July 2 near 
Verbena, Ala., while returning to his home in 
Birmingham. For the past twelve years he 
had held a position in his father’s business, 
and four years ago entered the firm as a 
junior member. He was a member of many 
fraternal and religious organizations. He is 
survived by his widow, his parents, five 
sisters and two brothers. 


ALEXANDER BURKE 


SPENCER, 71, vet- 
eran lumberman and_ president of ss Be. 
Spencer and Sons, Ine., San Antonio, Tex., 


died July 7. He was a native of Virginia. 
but had made his home in San Antonio for 
45 years. For many years he has been active 
in the business and civic affairs of San 
Antonio outside of his lumber interests. He 
is survived by his widow, two sons, Alex- 
ander Burke, Jr., and Milton V., who are 
members of the firm, and two daughters. 


FRANK L. FOX, about 60, founder and 
president of Fox-Woodsum Lumber Co., died 


at his home in Glendale, Calif., June 24. Mr. 
Fox came to Redlands, Calif., in 1910 and 


established a company there; later he bought 
other lumber yards, and shortly after his 
initial purchase, moved to Glendale, where 
he had made his home. Mr. Fox was well 
known for his philanthropic activities. His 
widow and her brother survive. 


T. W. THORSEN, 60, for many years man- 
ager of the Brittingham & Hixon Lumber Co., 
at Portage, Wis., who left there last December 
to assume management of the Thorsen Lum- 
ber Co., Batavia, Ill., which he had just pur- 
chased, died at a Madison, Wis., hospital, June 
30 following a brief illness. His wife, a son, 
with whom he was associated in business, 
and three brothers survive. 


ROBERT WESLEY JENKINS, 67, an official 
of the Taylor Lumber Co., Houston, Tex., died 
June 24 in that city. Mr. Jenkins was born in 
Kentucky, but had lived in Texas since 1902 
and had lived in Houston since 1911. He was 
active in religious and association affairs. 
His widow, a daughter, a son, four sisters, a 
grandson and several nephews and nieces 
survive him. 


MERVIN H. TAYLOR, 53, head of the Dun- 
dee Lumber Corp., Dundee, N. Y., died on 
June 28 after an operation. He was born in 
Howard, N. Y., and came to Dundee, N. Y., 
seventeen years ago, after working in Corn- 
ing and Bath, N. Y. He had also been a city 
official for the past four and a half years. 
Surviving are his widow and three daughters. 


LLOYD S. WARE, 61, lumber and coal 
dealer of Springville, N. Y., and head of the 
firm of Ware & Wyatt, died in Buffalo on 
June 30. He had recently returned from a 
winter vacation and was apparently in good 
health until stricken by a heart attack. 


JOHN EDWARD SEARS, 51, of J. E. Sears 
& Co., Ine., died June 24 at his home at 
Appomattox, Va., after an extended illness. 
Mr. Sears was born at Rice, Va., and moved 
to Appomattox when a boy. He is survived 
by his widow, three daughters, one son and 
five sisters, 


DONALD F. KAEHLER, 43, president of 
Kaehler Lumber Co., Chicago, Ill., died at his 
home in Chicago on June 29. Mr. Kaehler 
was a world war veteran. Surviving are his 
widow and a daughter. 


HUBERT A. TAYLOR, 66, of H. A. Taylor 
& Co., Odon, Ind., died June 27 in a hospital 
in Evansville, Ind., following an operation. 
Surviving are his widow, a son, a daughter 
and two sisters. 





Canadian Shingles Can Under- 
sell Despite 25 Cent Duty 


ABERDEEN, WaASH., July 6—Grays Harbor 
shingle manufacturers for the most part are of 
the opinion that the recent action of President 
Roosevelt in signing a bill providing for a duty 
on Canadian shingles is a hollow victory so far 
as they are concerned. They declare that the 
difference in the cost of production, because of 
lower wages, longer hours and no social secur- 
ity taxes in Canada, plus the difference in 
values of Canadian and United States money, 
will enable the Canadian shingle men to pay 
the 25 cents duty, and still undersell American 
shingles on the American market. 





The Needle Is Probably 
In The Haystack 


and the classified columns of the Amer- 
icon Lumberman furnish the magnet to 
locate it. If you are looking for any used 
machinery or equipment, a classified ad 
will save you time and money, and place / 
your request before the entire industry. f 
Send a description of what you want to ( 
431 South 


the American Lumberman, 
Dearborn St., Chicago. 























